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POWER FOR AN 
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PLATFORM 
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• Air Started 


• External Radiator - 
1 5% Oversize 


HARSH ENVIRONMENTS. 
TOUGH SPECIFICATIONS. 
MUST BE RELIABLE, 
RUGGED & SERVICEABLE. 

Through the years , Enercon has developed a reputation for meeting 
all of these requirements in the Petroleum industry with switchgear & 
controls , mechanical assemblies , gen-set enclosures and mobile power 
modules. This Enercon custom engineered gen-set package provides 
power to a floating off shore petroleum drilling , storage , and offloading 
facility off the coast of Africa. 

Enercon solutions are in place in almost every major oil field in the 
world plus many floating and anchored loading facilities , pumping and 
compression facilities , and Liquefied Natural Gas (LNG) plants. 


GENERATOR: 

• 5.2 Megawatts 

• 6.5 MVA 

• 6.6 kV/50 Hz 

ENCLOSURE: 

• 316 Stainless Steel 

• Sound Attenuated 85 db(A) 

• Weight 1 92 Tons 

• 64’ Long, 24’ Wide, 24’ High 

• 120 MPH Wind Resistant 

• Explosion Proof 

• Fire Suppression 
w/100% Backup 
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ARE DIESEL 


COSTS 

SQUEEZING 



If your diesel engines are in continuous or peak 
shaving operation, GTI Bi-Fuel® delivers the power 
to reduce your fuel costs — substantially. 

This patented system draws low-pressure, clean 
burning, natural gas into the engine, substituting 
it for a large portion of the diesel fuel, lowering 
costs, and reducing the need to haul diesel fuel to 
the site. 


Proven in thousands of installations, GTI Bi-Fuel® 
is an easy retrofit requiring no engine modification 

Find out more about the benefits of GTI Bi-Fuel® 
at www.gti-altronic.com, or call 330-545-9768. 


GTI Bi-Fuel ' 


HOERBIGER 

GTI Bi-Fuel® — 71 Product 


of the HOERBIGER Group 
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Industry Trade Shows 

POWER-GEN ASIA 2012 

October 3-5, 2012, Bangkok, Thailand 

The region’s premier conference and exhibition for the power 
generation, renewable energy and transmission and distribution 
industries. To exhibit, contact Bridgett Morgan at bridgettm@ 
pennwell.com. 

POWER-GEN International 2012 

December 11-13, 2012 ; Orlando, FL 

The worlds largest show for power generation, featuring the EGSA 
On-Site Power Pavilion. For exhibit information, contact EGSA at 
(561) 750-5575, ext 205 or e-mail Jalane Kellough at J.Kellough@ 
EGSA.org. 

Conferences 

EGSA 2012 Fall Technical & Marketing Conference 

September 9-11, 2012; Milwaukee, WI 

The Fall Technical and Marketing Conference is held during Sep- 
tember and is designed to focus on technical and marketing issues. 
Registration information will be available online in July 2012 at 
www.EGSA.org or by calling (561) 750-5575. 


NFMT Conference & Expo 

March 12-14, 2013; Baltimore, MD 

The country’s #1 conference and exposition for non-residential 
building owners; facility managers; maintenance engineers; direc- 
tors of sustainability; planning; operations and management. EGSA 
has partnered with NFMT to launch the Power Source Pavilion. 
The Power Source Pavilion and educational sessions will provide 
facility professionals with exclusive access to on-site power solu- 
tions. For exhibit information, contact EGSA at (561) 750-5575, 
ext 203 or e-mail Kim Giles at k.Giles@EGSA.org. 

EGSA 2012 On-Site Power Generation Schools 

The most complete overview of an On-Site Power Generation Sys- 
tem available. Now offering Continuing Education Units (CEUs)! 
For information, visit www.EGSA.org or call (561) 750-5575. 

Basic Schools 

Dallas, TX February 21-23 

Rochester, NY June 12-14 

Scottsdale, AZ October 16-18 

Advanced Schools 

Atlanta, GA April 23-26 

Chicago, 1L August 6-9 

Orlando, FL December 10-13* 

*To be held concurrently with POWER-GEN International 2012 
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Daddy, Them Diesels Ain't Dirty! 


T he image doesn’t go away. At the end of a pipe, 
thick, black smoke is just belching out into 
our atmosphere. At the other end of that pipe is 
an example of Dr. Rudolf Diesel’s invention. For 
many years people, unkindly, suggested that it 
was an ingenious device designed to convert diesel 
fuel into noise and smoke... the infernal combus- 
tion engine. An oil burner. . .. 

A facility manager once told me that he could 
evacuate all company personnel from the entire 
three floors of office space within 5 minutes sim- 
ply by exercising the emergency generator set. 
The design architects had very cleverly placed the 
genset up-wind of the building’s HVAC system: 
the exhaust fed right into the HVAC intake. It was 
very efficient at evenly distributing the engine’s 
exhaust smoke and smell throughout each office! 
I’m sure many distributors have run across this is- 
sue. (And there are several options to correct this 
and prevent the mass evacuation of coughing and 
te ary- eyed workers). 

It is hardly surprising that diesels have a bad 
reputation. The new, clean engines don’t get no- 
ticed. Only the “smokers”, the older, perhaps poor- 
ly maintained, do. 

In the mid-1970s, General Motors (GM) de- 
veloped a V8 diesel from their highly successful 
350 cid gasoline automobile engine and offered it 
as an option on several then current models, the 
Oldsmobile Delta 88 being the most popular. 

My employer at the time, a manufacturer of 
small air-cooled diesels, decided that we should 
be promoting the diesel in all possible ways and 
bought one for each of our 7 Regional Sales Man- 
agers, replacing similar- sized GM cars. 

Starting from cold, that engine sounded like a 
bunch of walnuts being shaken in a tin can. But 
fuel consumption went from 21mpg with the gas- 
oline engine to 30 - 32mpg with the Olds diesel. 
Performance was about adequate. . .especially after 
I discovered how to manually control the down- 
shift into overdrive. 

The process of converting that diesel fuel into 
power (combustion) was not very efficient just 
30 years ago. Hard acceleration could produce 
enough exhaust smoke to obliterate from view any 
unfortunate traffic that was following. 1 distinctly 
remember on one occasion that a State Trooper 
had to pull out into the next lane so I could see 
his flashing lights! 

Fast forward to 2004, when I rented an Audi 
A4 at the Munich airport; I was halfway to our 
German headquarters (about 30 miles) and enjoy- 


ing the lively performance of the turbo 4 before I 
realized I was actually driving a diesel. No smoke, 
no extra noise, performance as good as any gas- 
oline car - perhaps better because there was so 
much extra torque at lower rpm. 

Dr. Rudolf, what have they done to your diesel? 

The On-Site-Power Generation Industry is a 
significant user of diesel prime movers. Accord- 
ing to the EGSA Generator Shipments Report, 
in 2011 you generator set sales folks sold about 
18,500 diesel gensets above 150 kW (I am assum- 
ing 15% of the total generators had a natural gas 
engine spinning it). Great job! That is about 10% 
more than 2010 but still lower than the average of 
25,000 units sold during the 2006 - 2008 period. 
Not only is that a lot of diesels, but they consumed 
a lot of fuel; assuming 10% load, 55 hours/year 
is about 6 million gallons just during the weekly 
exercise cycle! Facility managers: why not cut the 
automatic exercise running time to 10-15 minutes; 
you gain nothing by running for one hour. If the 
generator is not given an electrical load, the engine 
will never reach an efficient temperature. 

The common perception is that all diesels are 
dirty and that spark ignition engines are cleaner. 
That is simply wrong, and when we have the op- 
portunity to correct that impression, we shouldn’t 
hesitate to do so. 

So, today’s modern diesels are clean, right? Is 
that anything like “Clean Coal?” 

The fact is that today’s diesels are clean and, in 
my opinion, we have the EPA, through the Clean 
Air Act of 1970, to thank for it. First, they went 
after the largest volume polluters - the automo- 
bile engine. We saw the introduction of air pumps, 
PCVs, 02 sensors and, significantly, three-way 
catalysts. Catalysts are very quickly made non- 
functional by the adhesion of lead, so lead was 
banned in gasoline and unleaded gasoline was 
introduced. (And why do we still see signs “Only 
Use Unleaded Fuel”? I haven’t seen any leaded 
gas for sale in decades). As we know, the EPA also 
went after diesels. Highway vehicles were first, 
then non-road mobile and stationary engines. 

To cut a long story short, the EPA’s limits on 
exhaust emissions (nitrogen oxides (NOx), carbon 
monoxide (CO), hydrocarbons (HC) and particu- 
lates matter (PM)) forced the engine manufactur- 
ers to re-direct their R&D focus from HP/cube and 
cost/HP to combustion efficiency. 

Getting to the EPA Tier 1 compliance was not 
easy; the successive Tiers 2 & 3 were each more 

Continued on page 13 
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George Rowley 
EGSA Director 
of Education 
G.Rowley@EGSA.org 


Education & Certification Updates 


EDUCATION UPDATE 

Two Important Board of Directors’ Decisions 

r I "he first and most significant decision related to 
_L Education was the Board of Directors’ approval 
of our recommendations for the EGSA eLearning 
Program at its March meeting. This decision might 
prove to be monumental in terms of future EGSA 
education programming because it opens new vis- 
tas and, over time, may take us in an entirely new 
direction. We are now in the process of implement- 
ing the program and getting things lined up so that 
we can develop our first two courses (EGSA 101 
and On-Site Power Generation 101). 

You will be hearing lots more about this in the 
weeks and months to come. We will need some 
help getting our first eLearning course underway 
(On-Site Power Generation 101) and you may soon 
receive a request to offer assistance to help us de- 
velop this non-technical overview of on-site power. 
We will be looking for volunteers to help write or 
review the script and we will also need many pho- 
tos, graphics and illustrations that we hope mem- 
ber companies will let us use. 

The second important Board decision related 
to Education was the decision to approve funding 
for another installment of our Instructor Enhance- 
ment Program. We conducted the first installment 
of this in 2007/2008 where all of our instructors 
participated in two webinars and we video-record- 
ed 20 -minute segments of each instructor teaching 
and these segments were critiqued by our consul- 
tant, Bill Heacock. We expect that we will begin 
offering the webinars in late April or May and video 
recording each instructor may take a year or more. 
Instructors will be getting information about this 
very soon. 

The Instructor Enhancement Program was re- 
sponsible for many improvements in our school 
and many instructors’ presentations. We also plan 
to conduct a curriculum review this year and the 
combination of these two programs should result 
in significant improvements to our Basic and Ad- 
vanced schools. 

CERTIFICATION UPDATE 

We are experiencing another excellent year in 
terms of tech certifications. As of the end of March, 
there are 585 Certified Techs and so far this year 
we are certifying 26 techs per month. 797 techs 
have taken the exam since program launch in late 
2005. The current overall pass/fail rate is 81%. In 
addition, we are pleased to note that more and 
more, the certification program is reaching beyond 


member companies, and this is probably due to the 
Generac testing program. We now count 23 non- 
member techs among the ranks of the certified. 

Where Are The Certified Techs? We periodically 
report the locations of certified techs and here is 
the latest information. With a current total of 59 
certified techs, Ohio has surpassed California as 
the state with the most certified techs. California 
holds the number two position with 55 certified 
techs and Georgia holds the number 3 position 
with 53 certified techs. Here is a breakdown of how 
many Certified Techs there are in each of the States 
and elsewhere as of March 31, 2012. 


Certified Technician Demographics 

As of March 31, 2012 the number of EGSA 
Certified Technicians was distributed as follows: 

59 

OH 

55 

CA 

53 

GA 

32 

VA 

29 

TX likri 

27 

Ml 

24 

CT, FL 

22 

Wl; Ontario, Canada 

20 

IL 

19 

AZ,WA 

18 

PA 

17 

NC 

15 

NJ 

13 

MA 

12 

MO, NY 

10 

MD 

8 

TN; Trinidad & Tobago 

6 

CO, IN, LA, OK 

5 

MN, SC,WV 

4 

NH, UT; Manitoba, Canada 

3 

AL,AK,AR 

2 

DE, HI, MT, NV, OR; 

British Columbia & Quebec, Canada 

1 

IA, KS, KY, MS, SD,VT; France; Guam; 
Puerto Rico; New Brunswick, Canada; UK 

0 

DC, ID, ME, NE, NM, ND, RI,WY 


We appreciate your continuing support! If you 
have suggestions for, or questions about, the EGSA 
education programs, please contact George Rowley 
via an e-mail to g.rowley@egsa.org or by phone at 
561-237-5557. ■ 
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Service? 


Transform the way you run your service business 
with OmniMetrix Smart Service™ and enroll in our 
brand new Dealer Partner Program! 



Contact OmniMetrix today 
and ask to enroll in our new 
"DEALER PARTNER PROGRAM" 
for exclusive savings and benefits! 



Smart Service™ is more than Genset monitoring - it's a way to 
harness the power of technology to make your service organization 
more efficient, more productive, more responsive 
to your customers and more profitable. 

OmniMetrix has been leading the generator 
remote monitoring industry for over fifteen 
years. Our intelligent remote monitoring 
systems are the most comprehensive in the 
industry with many exclusive capabilities.The OmniMetrix monitoring 
system smart features include: 

• 24/7 monitoring for all major brands of generators 
and controllers 

• Cellular, satellite, and ethernet options 

• Prevention of 95% of "fail to start" situations 

• Alarm and status notification with extensive reporting 

• Remote diagnostics and control capability 

• Predictive maintenance 

• New dealer web portal 

• Ability to run most manufacturer's diagnostic 
software remotely 

The end result for your customer is system reliability, confidence in 
their generator and servicing dealer, and an extremely satisfying 
customer service experience.The end result for the servicing dealer is 
increased technician productivity, quick customer response and most 
importantly retaining the customer for life! 



■ ■ ■ ■ 

□ M N i M ETR ix 

GLOBAL MONITORING + CONTROL 

www.OmniMetrix.net 

770.209.0012 

Watch our 3 minute Smart Service™ Movie 

www.OmniMetrix.net/movie 







Herb Whittall 
EGSA Technical Advisor 
HWhittall@comcast.net 


CODES & STANDARDS 


Codes & Standards 


T he EGSA Spring Convention in Austin was a 
great success with a record attendance at the 
Codes and Standards Surveillance Committee 
Meeting. Along with the review of the various stan- 
dards from UL, ANSI, IEEE, and others that were 
reviewed, John Hawkins of Power therm provided 
the Committee with a presentation on “Muffler 
Design”. The presentation covered the difference in 
the three types of mufflers (Resonator, Packed and 
Chambered) and some frequency design features. 
John also talked about some unique frequency 
problems he had fixed on some of his engine in- 
stallations. It seems that mufflers that should take 
noise levels down to requested levels do not always 
take out all the frequencies, and some, especially 
low frequency noise may cause problems with 
neighbors of the engine installation. One low fre- 
quency problem greatly disturbed a neighboring 
building. To solve it, a 30 foot long muffler had to 
be installed to quiet the low frequency noise. John 
has committed to future presentations, so plan not 
to miss them when he does! 

We also had a long discussion concerning the 
state of flux with UL approval of generator sets 
with enclosures installed by someone other than 
the generator set manufacturer. Apparently, UL 
has told enclosure manufacturers that they are no 
longer supporting the QRNZ classification and so 
the Industry is in a state of flux. To clarify this 
point and other items with UL, we decided to ask 
a UL representative to attend the Codes and Stan- 
dards Committee Meeting this Fall in Milwaukee, 
taking into consideration that the UL Headquar- 
ters is located in North Brook, IL. We will also 
attempt to get a local AHJ and member of the IAEI 
to attend the meeting. Steve Sappington of Cater- 
pillar is working with UL and Mike Witkowski, of 
Pritchard Brown and Todd Lathrop of Eaton are 
also involved. This should make for a very inter- 
esting and informative meeting that you should 
not miss. 

The Convention also had the best speakers 
I have ever heard at any convention! They were 
entertaining, informative and the subject matter 


for each session were topics that all EGSA Mem- 
bers should be thinking about. I am sure others 
will elaborate on these speakers in this issue of 
Powerline. From listening to the session by Pat- 
rick O’Malley, titled “Social Media Magic for Bet- 
ter Business”, as well as the change in the way the 
Codes and Standards Committee will communi- 
cate with its Members, I will have to join Linkedln. 

NFPA is also changing the way it communi- 
cates with the public and its Committees to try 
and make the communication process more user- 
friendly and speed processes. The first standard 
EGSA is involved with under this system is NFPA 
99 Health Care Facilities Code. It’s called the e-PI 
System. You can submit input by selecting the 
document from the list at nfpa.org/aboutthecodes 
and follow the instructions. If you want to review 
the instructions beforehand visit Public Input, 
Comments, & Revision Cycle Schedules. If you 
have questions on the new system, call Carolyn 
Cronin at (617) 984-7240. 

ISO 8528.5 (Ed 3) Reciprocating internal combus- 
tion engine driven alternating current generating sets 
- Part 5 Generating Sets was approved by the ISO 
by a vote of 10 to 0 with one abstention (Belgium) 
on March 28, 2012. 

The January-February issue of CompressorTech 
Magazine has an article by Michael Peltzner (Page 
36) titled, “Canada Fine-tunes Air Emissions 
Rules for Stationary Engines.” Though it is talking 
about natural gas engine-driven compressors, I 
am sure the rules will also apply to engine-driven 
generator sets. The target emission according to 
the article is NOx, under the Base Level Industrial 
Emissions Requirements or BLIERS. 

UL published (to STP Members) a proposal to 
change the requirements of UL 2201 Standard for 
Portable Generator Sets Section 15.8.1 to make it 
clear premise wiring systems being fed using a por- 
table generator are required to have a manual trans- 
fer switch containing branch circuit protection. The 
wording has been sent to the Codes and Standards 
Committee Members for their input. The ballots 
from STP members were due by May 14th. ■ 
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Now, Russelectric quality 
in a full line of U L-tested/l isted 
medium voltage transfer switches 
and bypass/isolation switches 


Russelectric RTS Series Circuit Breaker Medium- 
Voltage Automatic Transfer Switches are designed 
to transfer electrical loads from a normal power 
source to an emergency source (and back again) 
through the precisely controlled opening and 
closing of circuit breakers. 

Russelectric is the industry leader in obtaining UL 
listing for medium-voltage transfer switches. All 
Russelectric RTS Series Circuit Breaker Automatic 
Transfer Switches are fully UL tested and labeled 
under UL 1008A and are listed as suitable for use in 
legally required emergency power systems. In 
addition, all Russelectric RTS Series Circuit Breaker 
Medium-Voltage Automatic Transfer Switches 
(operating between 600 volts and 15 kV) are listed 
per UL category "Circuit Breakers and Metal-Clad 
Switchgear - Over 600 Volts (DLAH)". They are also 
designed, manufactured, and tested to meet or 
exceed stringent IEEE, NEMA, and ANSI standards. 


www.russelectric.com 

1 - 800 - 225-5250 


ScWaefecirtc 

Power Control People You Can Rely On 


An Equal Opportunity Employer 


An E m p I oy o o - <0 w nod Oompany 


ISN’T \BASN BETTER? 



You’ll Be Up 
and Running 
In Minutes! 


SAFE, EASY and CONVENIENT way to 

connect to emergency temporary power. 


• Weatherproof Enclosure with Stainless Hardware 

• 20" x 30" Cabinet Rated Up to 800A 

• 48" x 36" Cabinet Rated Up to 2800A 

• Lockable with Cords Connected 

Call Us 

# SHOWMEN 800 - 334-9630 

SUPPLIES Inc. www.ShowmenSupplies.com 




SEARCH 

for Generator Sets & Systems 



Global 
Generator 
Sets.com 


. Detailed Search ▼ 


Search Return 
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To Advertise Your Gen-Sets, Contact kevans@dieselpub.com or 262-754-4140 
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difficult; the laws of diminishing returns come to mind. But, the 
targets were achieved through combustion improvements and, to 
a lesser extent, the introduction of ultra-low sulfur diesel fuel. 
Cleaner fuel = cleaner combustion = cleaner exhaust. 

The combustion improvements have been dramatic and the 
main contributors include: 


ulations have stimulated considerable research, development and 
business for the companies providing these components. And, 
contrary to expectations, the truck manufacturers are reporting 
high demand again this year. 

Truck engines are important to our Industry, since we use 
many of the same basic engines, modified for duty as prime mov- 
ers, for generators up to about 600kW. 


• Electronic engine 
management systems 

• Electronic unit fuel 
injectors 

• Multiple fuel injection 
“events” on each firing 
stroke 

• Injection pressures 
increased from -3,000 psi 
to >30,000psi 

• Common rail fuel systems 

• Cross-flow cylinder heads 
(exhaust and intake on op- 
posite sides of the cylinder 
head) 


• Three or four valves/cylin- 
der for better “breathing” 

• Cooled exhaust gas 
recirculation (EGR) 

• Variable valve timing 

• Turbo-charging & 
after-cooling 

• Compound turbo-charging 

• Closed crankcase 
breathing systems 



Not only have these measures reduced the harmful emissions 
from the diesel engine, but the thermal efficiency has improved. 
The rule of thumb was that of the fuel energy that was consumed 
by the engine, 33% was converted into work at the flywheel (ki- 
netic energy, hp), 33% was converted to heat in the exhaust and 
the balance converted to heat wasted by the cooling system and 
radiation of heat from the engine’s block. Today, the thermal ef- 
ficiency of most diesels is 40 - 45%. Greater than 50% is being 
achieved in engine R&D cells. Fuel consumption has improved, 
electronic diagnostics improve service efficiency and en- 
reliability and life remain excellent. 

Now EPA Tier 4 (final) has forced most engine 
manufacturers to resort to exhaust after-treatment 
for the first time. Here, chemistry becomes all im- 
portant with devices that reduce, oxidize and filter 
the unwanted and regulated elements in the exhaust. 

All of these components come at a cost. One en- 
gine manufacturer announced that the new emis- 
devices on their Class 8 truck en- 
gine added about $9,000 to its 
cost. While that is undoubtedly 
a burden on the buyer, the reg- 


So, if you ever face resistance or criticism about those 
“dirty diesels”, consider educating the criticizer with some 
interesting facts about the modern engine: 

• Diesels can be as clean as spark ignition engines running 
on natural gas or CNG. 

• Diesel and spark ignition engines have to meet exactly the 
same EPA regulations - and they do. 

• Starting a diesel: modern diesels don’t inject any fuel to the 
engine until it has reached sufficient rpm for the engine to 
start. They do not emit black smoke any more. 

• It would take 60 Class 8 trucks, made this year, to produce 
the same emissions as ONE Class 8 truck manufactured in 
1998. 

• A few years ago, the University of Minnesota initiated a 
project to see if emissions generated during the EPA on- 
road (truck) engine Certification test cycle represented 
the real world emissions of a working truck. Their truck 
hauled 80,000 lbs through all conceivable conditions across 
the USA - high altitude, high temperature, freezing condi- 
tions, etc. Emissions measuring equipment recorded real 
time results throughout the test period. In several urban 
areas, there were fewer emissions coming from the exhaust 
than were entering the engine! 

The good old days? Climbing out from La Guardia during the 
70s, it was common to see different colors of “air” at different alti- 
tudes above New York City, layers of browns to orange. No more. 
(Younger generations in most of the country have never known 
that kind of smog) Most diesel engines would smoke on start-up 
and load application. No more. Crankcase breathers smoked and 
engines leaked oil. No more. (And diesel was 75^/gallon - no 
more and never again!). Today, most of us really appreciate and 
value those bright sunny days when clear visibility is to the ho- 
rizon. We should be proud that our generator sets use internal 
combustion engines for prime movers. The internal combustion 
engine is still the most efficient source of continuous, clean and 
reliable power available. And because the diesel converts more 
energy into useable power than any other power source, they are 
going to be around for many years to come. 

Daddy, them diesels ain’t dirty! ■ 
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How Much Control Do You Need? 

© Steve Evans , Chief Technical Officer, DEI F A/S. Used with permission. 


C onfused by controls? The last meeting of EGSA might have 
you thinking about what’s to come, but how do you decide 
today when specifying or suggesting a genset? You have a lot of de- 
cisions to make. Let’s see if we can help with the decision process. 

First, let's look at the possible solutions, 
generally in order of increasing cost: 

1. Original Equipment Manufacturer (OEM) Standard 
Controls. In the US almost all engines are electronically 
controlled primarily due to emissions controls require- 
ments. The standard OEM controls are fine for basic 
start/stop and engine protective functions. Normally, a 
contact closure will start and run the engine, opening 
the contact will stop it. This category includes what is 
commonly known as “the 3 meter start panel”, a simple, 
time-tested, generator-top box with a voltmeter, amme- 
ter, Hz meter, and start/stop sequencing. Even these sim- 
ple controls are being upgraded with the migration away 
from mechanically-controlled engines to electronically- 
controlled engines. 

2. Standby only Dedicated Purpose Controller. Prob- 
ably the most expensive single controls decision you will 
make is “standby only” or “parallel this generator with 
another source.” Standby only controls are often called 
“open transition” due to the momentary loss of power 
to the load when switching the load from generator to 
the utility. This can be minimized, though, as we will 
discover later in this article. 

3. Paralleling Dedicated Purpose Controller. Operating a 
genset in parallel with another source requires additional 
features to ensure stable and safe operation. Closed loop 
regulators, aka P1D (proportional, integral, differential) 
loops, are required for speed/Hz, KW, volts, and KVAR, 
among others. 

4. Dedicated Purpose Power Generation Programmable 
Logic Controller. These types of products have special- 
ized functions for this industry, like synchronizing and 
load/var share, that can be combined in custom way for 
a specific, advanced application. Due to the fact that they 
are not totally open for you to change, the manufactur- 
er maintains the liability if one of these functions fails. 
More about that later. 

5. Custom solution with an Industrial Class PLC. For 

years this was the de-facto standard for the power gen- 
eration industry. These often require third-party devices 
to do the generation-specific functions, like synchroniz- 
ers and load/var share modules, to complete the solution. 


Let's look at some of the decisions you might be faced 
with and terms to help explain the differences be- 
tween these control solutions. 

Passive Sync vs. Active Sync 

Passive synchronization does not control the speed and/or 
voltage of the generator when synchronizing. Once it is enabled, 
it will wait until the speed/phase and voltage drift into the win- 
dow allowed, then it will close. Since there is no speed or kW 
control, the other source must be opened quickly, often within 
milliseconds. The big problem with this is the 2 sources may 
never drift into sync. If that happens, normally a timer forces the 
gen to trip and the utility breaker then closes: open transition. 
Another aspect is the mechanical and electrical stresses placed 
on the equipment by breakers operating on the edge of the syn- 
chronization window. 

Active synchronization controls the speed and usually the 
voltage of the generator to drive it into synchronization where 
the breakers can be operated in either a Close or Closed method. 
In critical applications, this is generally preferred over passive 
sync primarily to the more controlled and predictable operation. 

Close vs. Closed vs. 100ms Parallel 

After the decision has been made to eliminate the time it 
can take to transfer the power back to the utility - up to several 
seconds in some cases for motor loads to wind down -then the 
type of parallel operation needs to be discussed. Parallel systems 
do not have the momentary loss of power when switching, aka 
a “bump-less transition,” since the generator and the utility can 
both feed the load at the same time. There are 3 choices, listed 
in order of increasing cost: 

Close Transition is either actively or passively paralleling 
the sources, then open one breaker and close the other as fast 
as possible. While technically this is an open transition, with 
well maintained modern switchgear or ATS, this time can be 
less than 10 cycles, often fast enough to prevent any visible 
flicker and the loss of computers and most motors. This can be 
achieved with Standby only Dedicated Purpose Controllers if 
you add an external synchronizer, ANSI 15. The disadvantage is 
the mechanical and electrical stresses on the system. It should 
also not be used with anything using power electronics sans an 
isolation transformer like VFD’s, DC drives, and UPS systems. 
Even a short jump in voltage can be enough to cause a failure 
in the power electronics; maybe not for years after installation. 

100ms Parallel is the time the two sources, normally 2 utility 
mains or 1 utility and 1 genset, are allowed to operate in paral- 
lel. Utilities often use this when they don’t want additional gen- 
erators on the grid - usually an economic decision. This often 
has to be tested and verified, so a very reliable timing system is 
needed. Again, synchronizing can be active or passive, although 
it is usually best to use active paralleling features of a control 
system. This is often a compromise you can reach with most 


14 


www.EGSA.org 


Powerline • May/June 2012 


CHOOSING THE RIGHT CONTROL SYSTEM 


utilities to allow an interim solution for “bump-less transition” 
and allow time for approval for a full parallel system. 

Closed Transition is operating two sources, gensets or utility 
mains, in parallel for an extended period of time. This requires 
the genset to change from being speed/Hz regulated to being 
kW/load regulated. Normally this requires reactive (Kvar) power 
regulation via the AVR and exciter, although on some systems 
Kvar share can be accomplished by reactive power droop. Since 
speed/torque control is required, these systems always use ac- 
tive synchronization. 

Peak Shave vs. Peak Lopping 

Peak Shave is also known as Import Power Control that oper- 
ates a genset in parallel with the utility in such a manner as to 
limit the amount of power imported from the utility. The genset 
is started at some level of power imported from the utility and 
the output of the genset is varied as the load varies. Later, as 
demand drops, the genset is turned off. This scheme saves often 
substantial amounts of money as “demand charges” or “peak 
charges” from the utility. 

Peak Lopping has 2 different definitions. One is running the 
genset in open transition mode: put all the load on the genset 
when the peak consumption from the utility exceeds a preset 
limit. The other definition has the genset running in parallel, 
but at 100% load, aka “base load”. This may not be the most 
economical mode to operate your genset, depending on the op- 
erating expenses of your genset. 


ATS vs. Switchgear (aka Switchboard) 

Automatic Transfer Switches date back many, many years 
- probably more than 100 - and generally have an excellent 
track record. They also have many agency approvals for various 
applications. ATS’s, however, require costly installation: cable 
and conduit from the Main panel and the genset breaker to the 
ATS and back to the distribution panel. You might be able to 
save money and installation time by using standard distribution 
switchgear with an electrically operated breaker for each source 
(utility feeds + generators). Specify “only bus and breakers”, aka 
“dumb switchgear” and use the most basic Standby controller 
located at the genset with control wiring to the Main(s) and Gen 
breakers. Sometimes local codes come into play here, so be sure 
to check with your local electrical inspector or others with such 
knowledge. For smaller installations, new distribution panels 
can have an ATS built into the panel, saving this installation 
time and cost. 

The historical Custom Distributed Generation Switchgear is 
being challenged by the more educated design engineering firms 
due to purchase cost and installation times in favor of a more 
integrated approach. NFPA 110 and the dangers of Arc Flash 
come into play, too, to move the controls out of the switchgear 
into control rooms or panels outside the flash zone. This also 
supports the theory of “only bus and breakers” when specifying 
your switchgear, a move that could save you thousands of dollars 
and for operators, some of the hassles of Arc Flash compliance. 
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Dedicated Purpose Power Generation Programmable Logic 
Controller (PLC) vs. Industrial class Custom PLC. 

Ever try to find help for your Windows 3.1 PC? Some of the 
brightest PC techs weren’t even born when it was introduced in 
1992! Yet there are generators still using control systems pro- 
duced in the 1990’s. Try finding a tech to work on your 15 year 
old PLC and you will see why basing your backup power system 
on an industrial class PLC with custom software is not a good 
idea. The programmer is probably gone and even if you can find 
them/her/him, they probably will not remember what they did. 
Extra time and money must be invested re-learning old technol- 
ogy. Remember editing your autoexec.bat and config.sys files? 
Could you do it today? 

The industrial class PLC often does not have the fast AC volt- 
age and current inputs, so protection and sophisticated control 
functions like synchronization need to be done in separate com- 
ponents designed for that purpose. More hardware, more cost, 
more opportunities for failure. 

The next nail in the coffin is trying to find help when things 
go terribly wrong. Ever have a problem with your PC, only to 
have the software vendor blame the hardware vendor and vice 
versa? Now you know what will happen when your genset fails 
and the PLC hardware vendor says it was a programming prob- 
lem and the programming vendor says it was a hardware prob- 
lem. Either way, you are stuck with multiple service trip invoices 
and a system that does not work. 

Single point accountability is valuable to you when buying 
something and it is even more valuable to the owner of a genset 
after the warranty has expired and he is working in the dark! 


Granted industrial class PLC’s are flexible, but with that flex- 
ibility comes the responsibility and liability to make changes 
correctly. Certainly, owners want someone that knows this in- 
dustry and the system to make changes. Can you find such a 
person when the need arises? Dedicated Purpose PLC’s have 
‘locked’ sections of code that cannot be changed, protecting the 
owner from costly programming mistakes. This also protects the 
owner in a liability dispute: if there is a problem in these locked 
sections of code, the liability is often very clear. 

One more factor to consider is the skill set of the maintenance 
team: the Standby or Parallel Dedicated Purpose Controllers are 
more easily maintained. Often spares can be pre-programmed 
and swapped in just minutes. With a slightly higher level of 
maintenance skill, they can often be programmed in minutes 
with easy-to-operate software. The Dedicated Purpose PLC or the 
Industrial Class PLC control system often requires a higher level 
of skill to troubleshoot and repair. Does the PLC programmer 
know how the synchronizer or protection relay works? Now you 
have 2 or even 3 service contacts and know which one to call. 

The diagram above might help illustrate some of this deci- 
sion process. After you decided to go with the parallel functions, 
the decision process gets much more complicated. “Additional 
I/O, like load breakers, Balance of Plant items, etc. to control” 
is just one example of the decisions you will need to make at 
this stage. Recruit the help of your controls supplier. They often 
have application engineering assistance available and are eager 
to help with their vast industry and process knowledge. 

Picking the right control system for the application can have 
huge financial impacts now and later. Choose wisely! ■ 
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Let’s get it started! Michael Pope, 2012 
EGSA President, addresses the crowd 
of more than 200 EGSA Members to 
officially kickoff the Convention. 


Our emcee for the Convention, 
Ed Murphy, of Power Search, 
Inc., is also the EGSA Secretary! 
Treasurer this year. 


In Austin, we had 13 new EGSA Member firms send representatives 
to the annual Spring Convention. 


EGSA staff reported a record number oj First-Timers to the event, with 51 attendees joining usjor their first EGSA event. 
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Keeping Austin Weird... Team EGSA Swoops 
Into Texas for Our Annual Spring Convention 




Sunday morning, the Statesman 
Capital runners took to the streets 
for the largest 10K run in Texas. 


I t has been said for decades (at least since Urban Cowboy came 
out) that everything is bigger in Texas. While other States and 
geographic regions continue to attempt to debunk the myth, 
folks who attended the EGSA Spring Convention would be hard 
pressed to take exception after the power-packed Spring Conven- 
tion in Austin, TX. It really was bigger and it was also better! 

The event kicked off on Sunday, March 25th with a record 
number of first timers to an EGSA Convention. There were 51 Erst 
timers and 13 new EGSA Members who participated in Austin! 
For those statistical Powerline readers, there were 240 attendees, 
drawing the conclusion that we had almost 27% new blood par- 
ticipating in the Austin event. 

Speaking of new blood and swooping in, for 
those of you were not able to attend, Aus- 
■^1 tin is home to largest urban bat population 
in North America and it was certainly a site 
to behold with 1.5 million Mexican free-tail bats departing from 
the Congress Street Bridge every night around dusk. EGSA Mem- 
bers and their guests also had a catbird seat Sunday morning for 
the 36th annual Statesman Capitol 10,000, the largest 10K race 
in Texas (also the fifth largest 10K race in the Nation). The race 
started directly beneath the Hyatt Regency on the street below us. 


Spring is our time to recognize EGSA Members for their valu- 
able contributions! EGSA 2012 President Michael Pope had a busy 
three days of recognition, starting with the Committee Chair 
Meeting held on Sunday afternoon. President Pope presented 
committee gavels to each incoming EGSA Chairmen including 
Bob Lewis of Cummins Power Generation, Greg Linton of JRS 
Custom Fabrication, Dennis Pearson of Woodward, Bob Piske 
of Gen-Tech, Rob Sweeney of R.L. Kistler, Inc. and Kyle Tingle 
of John Deere Power Systems. It was also a great opportunity to 
set the tone for the 3 days at hand. For more award information, 
please see inset article on page 24 to read about the annual award 
presentations made during the Convention. 

Directly following the Chairmens Meeting, the First Timer/ 
New Member Reception was held on the 17th floor of the hotel 
overlooking the beautiful Austin skyline. Following this impor- 
tant networking opportunity, John Deere Power Systems hosted 
the signature “kickoff” event, the President’s Reception. 

Monday morning included a power-packed schedule for event 
attendees. To start the day off right, DEIF, Inc. sponsored Mon- 
day’s full-course breakfast during our Exhibitor’s Showcase. Next, 
Mark Sanborn, Keynote Speaker, kicked off the formal educa- 
tion program with a presentation that was firmly entrenched in 
the theme of this year’s convention, “Finding Opportunity in 
an Uncertain Environment.” Mark gave the audience something 
to take back as his presentation was geared 
towards effective leadership during uncertain 
times. He discussed topics such as staying rel- 
evant and how to stay the course while navi- 
gating even the roughest of challenges. 
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Mark Sanborn, the Convention Keynote 
Speaker, presented a thought-provoking 
presentation on navigating uncertain 
times an I finding opportunity. 
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Eddy Weiss’ 
presentation on 
disaster prepared- 
ness was well 
received by the 
audience on Tues- 
day. Eddy is also 
the author of this 
issue’s cover story! 


that included recording artists like Stevie Wonder, Michael Jack- 
son and Ike & Tina Turner to name a few. 

On Tuesday, our line-up of speakers also hit the mark, with 
Eddy Weiss, storm chaser and disaster preparedness planning 
expert, who provided the EGSA audience 
with a rare look at the 30,000 foot view of 
where our weather patterns are heading, why 
we are seeing an upsurge in natural disas- 
ters globally and how our Industry, as “first 
responders” must encourage our employees, 
their families and our clients to have an emer- 
gency disaster plan in advance in order to face 
a natural disaster. He dispelled the myth of “It 
can’t happen here” and also made it clear that 
while certain areas of the country are more 
prone to certain disasters than others that 
everyone has a threat of some kind. . .no geo- 
graphic location in North America is exempt. 

Patrick O’Malley, social media expert, 
provided an hour and a half presentation on 
how our Industry would benefit from using 
Linkedln and YouTube respectively, although 
he did briefly discuss Facebook and Twitter 
as points of reference. Pat’s tips and advice 
were welded into a presentation that provided 
hands on tips of the social media platform. 

Similar to a workshop, he also provided refer- 
ence materials for EGSA Members to use after 
the event. These materials can be found on on 
the EGSA Spring Convention micro-site. 

EGSA sponsorships were also on the ra- 
dar. . .or was it sonar? Our Platinum sponsor, 

Doosan, is the Title Sponsor for the Annual 
EGSA Spring Convention Golf Tournament 
in 2012 and again in Milwaukee in the Fall. 

Our golfers played the Fazio Canyons Course 
at Barton Springs. Knowing that Texas pro- 
duced the biggest resume of golf legends (from Hogan to Cren- 
shaw to Kite) didn’t place undue pressure on our winning three- 
some. The combined efforts of Ken Jones of EPAC, Sales & 
Service Co., Inc., Dick Olsen of Marathon Electric Mfg. 
Corp. and Robert Simmons of Petra Seismic Design, 
LLC brought in the first place golf tournament win. 


Patrick O’Malley 
brought educa- 
tion to the table 
as he focused on 
providing value 
to Members no 
matter what their 
level of expertise 
on the subject of 
Social Media. 


Later Monday morning, Ed Murphy, 2012 EGSA Secretary/ 
Treasurer and President/CEO of Power Search, Inc. moder- 
ated a panel of EGSA Members on the future of GenSet Controls. 
Five EGSA Member firms sent representatives to participate on 
the panel. The feedback from the audience was gracious and sup- 
portive of continuing an interactive component like this one in 
future EGSA events. 


Adding a little ‘Sauce’ to the EGSA Awards 
Banquet & Reception can be attributed to 
ASCO Power Technologies. The entertain- 
ment added the “special ingredient” to an 
already 


EGSA Panelist Members 
(l to r) Paul Cappa (Gover- 
nors America Corp.), David 
Cutro (Woodward), Steve 
Evans (DEIF, Inc.), Dr. Russell 
Glenn (Basler Electric, Inc.) 
and Josh Sheffield (ComAp, 


As one of our Distributer Dealer 
Committee Members pointed out, 
Committee participation on Mon- 
day afternoon was at an all-time 
high, with Members taking the op- 
portunity to participate in at least 
one Committee Meeting during the 
sessions. Each Commit- 


LLC) each provided insight into a f ternoon 

the future of get set controls. t££ has a Board Liaison that then 

reports back to the Board of Direc- 
tors with any action items and/or 
follow-up that may be required. 
One of the most talked about events this year was our Monday 
Night Awards Banquet & Reception, co-sponsored by Kickham 
Boiler and Cummins Power Generation, we honored several 
EGSA Members for their contributions and a great tribute to vol- 
unteerism in the Association. 

ASCO Power Technologies sponsored the entertainment for 
the event with an inspiring group of local talent appropriately 
named “Sauce”. . .they were certainly a crowd pleaser for every- 
one after the awards were presented. This electrifying 10-piece 

band did not disap- 
point, with attend- 
ees taken on a 
exciting tour of 
Motown and 
R&B greats 
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Greg Bickham, 
of the Hilliard 
Corporation, re- 
ceives the coveted 
1st place fishing 
trophy from EGSA 
Fishing Chair & 
2012 Vice Presi- 
dent, Vaughn Bea- 
sley, of Ring Power 
Corporation. 


M 



Vaughn Beasley and John Kelly Jr., 
2012 EGSA Immediate Past Presi- 
dent (and CEO for Kelly Generator 
& Equipment, Inc.) present proof 
that the bass were biting on Fake 
Bastrop that Tuesday afternoon. 


Our Fishing Tournament sponsors also 
came out in full force to support this lively 
competition. HotStart was the Title Spon- 
sor for the event for the second tournament 
in a row. RingPower sponsored the trophies, 
Phoenix Products secured the commemora- 
tive tournament tee-shirts and Girtz Indus- 
tries sponsored the ever-popular insulated 
lunch totes. 

According to our EGSA anglers, Lake Bas- 
trop produced some of the most exciting bass 
fishing they have seen in awhile. A total of 
130 fish were caught (and released) that Tues- 
day, making for some BIG fishing in Texas. 
Congratulations to Greg Bickham of the 
Hilliard Corporation, John Kelly of Kelly 
Generator & Equipment, Inc. and Jacob 
Petty of Atlantic Power Solutions for win- 
ning the trophies of the Spring Fishing Tour- 
nament (1st through 3rd place respectively). 
“It was a classic day on the water and for those 
of us who don’t often have the opportunity to 
bass fish, it was a blast. 

One of the guides put it 
best by commenting that in 
his 20 years as a professional 
guide, he would rank that 
day with EGSA in his top 10,” 
reported Vaughn Beasley, 
EGSA Fishing Chairman, 
Senior Vice President of 
Ring Power Corporation and 
2012 EGSA Vice President. 



Another addition to the EGSA Convention 
event schedule included a third formalized, 
networking opportunity! In Austin, EGSA 
opted for an active Segway Tour of the City 
that combined history and sightseeing all in 
one great tour! Of course, a lunch stop at the 
Iron Works BBQ made the networking fun 
complete. 

We’d be remiss if we didn’t mention our 


How about this 
fish story? Jacob 
Petty of Atlantic 
Power Solutions is 
presented with his 
very first EGSA 
fishing trophy in 
Austin! 


new sponsors 
OmniMetrix 
LLC (iPad on 
Tuesday) and 
Pramac Amer- 
ica (Tuesday 
morning break- 
fast sponsor), 
who joined our 
growing list of 
member firms who help to offset 
the costs of the great networking 
events with their generous finan- 
cial support! Even a few of our 
most senior sponsors took things 
up a notch in Texas by sponsor- 
ing different items! Sud-Chemie 
sponsored the registration bags for 
Spring, Power Systems Research 
sponsored the ever-popular refill- 
able water containers with a new 
look and Altronic Hoerbinger 
provided event attendees with a 
new portfolio organizer to keep 
things fresh! Other veteran spon- 
sors like Pritchard Brown, kept us 



You’ve heard of the Jersey 
Boys, but what about the Seg- 
way Boys? (I to r) Paul Cappa 
(Governors America Corp.), 
Babak Mohajerani (Thomson 
Technology), Jim Goshert 
(DynaTech Industries, Ltd.), 
Greg Linton (JRS Custom 
Fabrication), Peter Catalfu 
(Editor, Powerline Magazine) 
and Lyndon Risser (DynaTech 
Industries, Ltd.). 



Phoenix Products 


Your Premier Manufacturer of 
Generator Enclosures and Base Tanks 


High Velocity Hurricane Zone (HVHZ) Enclosures 

• Florida Building Code #PDM825 

• Miami Dade N0A #09-1216.04 


California OSHPD Pre-approved Day Tanks 

• 50 to 1000 Gallon Capacity OSP-01 87-10 


904 - 354-1858 

phoenix.sales@phoenixprods.com 

www.phoenixprods.com 


re 

phoenix products™ 

A Division of Ring Power Corporation 


DESIGN • MANUFACTURE * INSTALLATION SUPPORT 

Manufacturing facilities in Jacksonville , FL and Oakdale , CA 
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Brad Fennell, 
EGSA Board of 
Directors Member, 
of Chillicothe Met- 
al, won the iPad 
presented by spon- 
sor Clay Taylor of 
ComRent Inti. 


all running on time with the sponsorship of 
the Event-at-a- Glance signage and ComRent 
International returned this Spring to spon- 
sor an iPad giveaway on Monday. Congratu- 
lations go to Brad Fennell, Vice President 
of Sales at Chillicothe Metal Co., Inc. and 
a Member of the EGSA Board of Directors 
(2010-2012) and to Mamoon Abedraboh, 
Market Manager of FW Murphy, who was 
also a First-Timer to an EGSA event. Both 
gentlemen won an iPad during the three- day 
event! 

“We did receive some great feedback after 
the Convention was over,” said Jalane Kel- 
lough, Executive Director for EGSA. “Be- 
tween the responses we received from our 
daily perception survey onsite, our electronic 


survey supplied to First Timers and New Mem- 
bers after we returned from Austin and the 
nice emails and cards we received, the 2012 
Spring Convention was certainly memorable.” 
Thanks to those of you who were able to 
join us! For those who were unable to attend, 
we would love to host you in Milwaukee in 
September. Keep those great ideas for Con- 
ventions and Conferences coming too, we are 
listening! ■ 

At his first EGSA 
event, Mamoon 
Abedrahboh of FW 
Murphy, won BIG! 

Dean Smith pre- 
sented him with the 
the iPad Tuesday 
during the education 
sessions. 



Recognizing Achievement... 

an EGSA Tradition for more than 40 Years 

Several EGSA Members were honored for their personal contributions to the Association 


A n EGSA Convention just wouldn’t be complete without thanking 
the people who contribute so generously, year after year, to the 
success of the Association. As Michael Pope posed the question in 
his “From the Top” article in the last issue of Powerline (March/April 
2012), “How often do you have fun, gain knowledge and personal 
satisfaction when carrying out the EGSA Mission or achieving an 
EGSA goal?” he asked. 

The gentlemen honored below know the answer to this without 
question and it was a wonderful opportunity to acknowledge their 
personal contributions to EGSA in Austin, TX. Here is our annual 
list of award winners for 2012: 

The Leroy H. Carpenter Award, an EGSA award given annually 
since 1972, honors an individual for long and outstanding service 
to EGSA. The Carpenter Award was presented to Charlie Habic of 
Gillette Generators of Elkhart, IN. 


Charlie has a long history of active service with the Association. 
His list of achievements ranges from his service as a Member of the 
Board of Directors from 2007 to 2009 to his active role in the Mem- 
bership and Communications & Conventions Committees. He was 
also Chair of the Ad Hoc Nominating Procedures Committee in 
2009 and 2010. Charlie’s enthusiasm for EGSA has helped him to be 
a consistent recruiter of new members. 

The William Timmler Award, given annually to honor out- 
standing work as a Committee Chairman, was presented to Bob Ha- 
hch, of Emergency Systems Service Company in Quakertown, PA. 

Bob has been with EGSA for more than a decade and during this 
time, has actively served the Association in numerous ways. This 
award was presented in recognition of Bob’s active leadership role as 
EGSA Membership Chairman from 2008 until 2011, as well as his 
outstanding contributions to the Committee from 2004 until 2011. 


Michael Pope presented several awards during the EGSA Awards Banquet, here are the highlights: 



Charlie Habic, of Gillette Generators accepts, the Bob Hafich, of Emergency Systems Service Co., John Kelly, Jr. accepts the Presidential 

longest running EGSA award, the Carpenter Award, accepts the prestigious Timmler Award. plaque for his leadership. 
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Pictured here: (front row l to r) Rick Morrison of Nixon Power Services , Co.; Mike Molway 
of FM Generator; Lyndon Risser of Dynatech Industries, Ltd. and Bob Hafich of Emergency 
Systems Service Co. (Back row l to r) Bobby McDonald of Generator Service Co., Inc.; 
Dudley Hargrove of CJs Sales & Service and Bob Piske of Arizona Generator Technology, Inc. 


EGSAX 

Fall \ 
Technical \ 
& Marketing^ 
Conference 


Milwaukee, Wisconsin 
September 9 to 11,2012 


The award highlight of the evening went to Gary 
Kidwell, who was presented with the Gordon Johnson Life- 
time Achievement Award. Established in 1994, the Gor- 
don Johnson Lifetime Membership Achievement Award is 
presented on an “as-needed” basis to honor an individual 
who has devoted his or her career to the betterment of the Associa- 
tion and to the On-Site Power Industry. This “Member Emeritus” 
award is only awarded to such individuals upon retirement from 
the Industry and to whom the Association feels worthy of the title 
“Member for Life.” 

After a 46 year career in On-Site Power, Gary retired in 2011 
from ASCO Power Technologies after 36 years with them. He has 
been tireless in his energy and support of EGSA, from chairing Com- 
munications & Convention Committees, serving two terms on the 
Executive Board in both 2001 and 2007 and was instrumental in 
the founding of the Strategic Long Range Planning Committee. Gary 
was also the recipient of the Leroy Carpenter Award in 2004 for his 
long and outstanding service to EGSA. 

Linally, an EGSA Awards Banquet would not be complete without 
honoring the outgoing EGSA President and welcoming the incom- 
ing one. As any Past President would probably impart, EGSA work 
doesn’t stop when you leave the title to the next person. 


Gary Kidwell accepts the Lifetime Emeritus 
award, the coveted Gordon Johnson Lifetime 
Achievement Award. 


2012 EGSA SPRING CONVENTION WRAP-UP 


Michael Pope and John Kelly, Jr. did a wonderful job honoring 
each other for contributions that each has made and continue to 
make in the name of EGSA. 

John Kelly, Jr. was honored for his service as the 2011 EGSA 
President with a presidential portrait, his President’s Jacket (given 
by EGSA after term of service) and a plaque commending him for 
his dedication. 

Michael Pope was awarded the prestigious incoming President’s 
gavel plaque, which has been a tradition for more than 15 years. 

“Congratulations to all of our award winners! Through your 
dedicated service to EGSA, you have provided considerable value 
to members of the Association and the On-Site Power Generation 
Industry, “stated President Pope. 


Gary Kidwell makes his acceptance 
speech for his lifetime of service to 
EGSA. Congratulations, Gary! 


Michael Pope accepts the incoming presidential 
gavel for serving as President of EGSA. 


Sponsorships for EGSA events provide great 
return on your marketing dollar! Several 
EGSA Distributer Dealers got together to 
sponsor the “ Snack Pack ” promotion in 
Austin, which provided a bag of snacks 
(and a chuckle) to each registered attendee. 



2012 EGSA SPRING CONVENTION WRAP-UP 



Kim Giles , Pauline & Michael Pope Dawn Geske, Greg Bickham, Todd Lathrop & Rob Doud 



Bob Hafich & Deb Laurents 


Charlie Habic & Marcella Peterson 


Brad Fennell & Ken Niekamp 



David Kammerer, Louis Myers & Jason Krosch Joe Hafich , Rick Morrison & Bill Pafford 



Herb Whittall, Cee Cee Roundtree, Diane & David Brown, Rob Everhart & Keith Heid 

Nancy Whittall & Dennis Roundtree 
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Ted Smet, Joni & Greg Walters John Kelly , Jr., Linda Hafich & Deb Laurents 





Donna & Warner Bauer 


Diane & Ron Schroeder 


Steve Stoyanac & Mike Witkowski 



Kim & Bob Hafich Doyle Taylor & Daniel Barrios Keith Carrabine & Lanny Slater 



Leslie Beasley, John Kelly, Jr., Bob Hafich, Robert Lytle, Mike Witkowski & Amanda Austin 

Ed Murphy & Vaughn Beasley 
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Nancy & Steve Evans Mark Steele & Clinton Crownover Nicholas Franzoni & Mike Kollar 
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CUSTOM CABLE & POWER SOLUTIONS 


GENERATOR DOCKING STATIONS 


/ WELDING / POWER DISTRIBUTION / ACCESSORIES 
FLEXIBLE MANUFACTURING / INDUSTRIAL CABLES / CUSTOM SOLUTIONS 


TRYSTAR.COM 866.879.7827 


TRYSTAR 


MOTHER NATURE SAYS 

LIGHTS OUT. WE SAY NOT SO FAST. 
WITH TRYSTAR QUICK-CONNECT 
GENERATOR DOCKING STATIONS, 
YOU’RE NEVER IN THE DARK. 
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Implementing New Strategies 
to Promote Brand EGSA... 


A Wrap-up Report on the Inaugural EGSA Power Source Pavilion at the 
2012 National Facilities Management and Technology Show 


WHAT OTHER EGSA EXHIBITORS 
HAD TO SAY ABOUT THE 2012 
NFMT SHOW 


Powerline Magazine got excellent 
feedback when we polled our 2012 
EGSA Power Source Pavilion exhibi- 
tors. Don't take our word for it! Here's 
a sampling of what our Members had 
to report after the inaugural run: 

"This was GenServe's first year 
attending the NFMT Facility Show 
in Baltimore and it was fantastic. 
We have done shows in the past , 
but none of them had such a 
targeted audience of "qualified" 
leads. Our territory runs from 
Connecticut down to the North- 
ern Maryland area and we are 
talking with many of the attend- 
ees/leads who are located from 
Massachusetts down to the D.C. 
area. We have been planning on 
expanding our territories further 
north and south and this show 
has given us a pool of potential 
customers in those expanded ar- 
eas to grow our business. " 

Michael Vahling, Vice President of 
Business Development, GenServe 

"As a first time exhibitor at NFMT ’ 
we found the show floor traffic 
to be robust. Additionally , the 
contacts made at the event were 
indeed qualified sales opportuni- 
ties. We are very pleased to have 
participated in the exhibition." 

Charlie Habic, Vice President 
of Sales & Distribution, Gillette 
Generators 


Photos by Glenwood Jackson. 



A s part of EGSA’s Strategic Long Range 
Planning efforts (active since 2008), 
one major growth opportunity identified 
during the Committee’s analysis included 
the need for a rigorous outreach and mar- 
keting component specifically targeting 
the end user community of On-Site Power 
(facility managers, consulting & speci- 
fying engineers, building owners, etc.) 
While EGSA may be considered a house- 
hold name to Industry players, we have set 
a new course for increasing awareness of 
the EGSA brand with the customer at the 
end of the on-site power transaction - the 
Facility Management Market (FM Market). 
Our strategic partnership with the Nation- 
al Facilities Management & Technology 
Show (NFMT) is one of many components 
in development to effectively achieve the 
Association’s strategic long range goals. 

The NFMT Show is a national trade- 
show and educational conference for 
commercial and in- 
stitutional building 
owners and facil- 
ity managers. With 
5 shows beneath 
one roof, including 
the EGSA Power 
Source Pavilion, 
NFMT- The #1 Fa- 
cility Show Where 


Business Gets Done. This year, NFMT at- 
tracted 176 new exhibitors, EGSA Mem- 
ber companies included, that contributed 
to a total of 685 booths on the show floor 
in 2012. The overall event attendance was 
up 3% from last year’s attendance record, 
breaking previous records with 5,301 
facility managers on-site for the annual 
event. 



Throughout the three-day event in 
Baltimore, decision makers responsible 
for facility management, executive/prop- 
erty/asset management, construction and 
engineering management, maintenance 
and grounds care, operations and energy 
management gathered to do business and 
network across various sectors of the FM 
Industry. Meanwhile, booth sales for the 
EGSA Power Source Pavilion got off to 
somewhat of a sluggish start as with any 
new program, but by the week before the 
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For More information On TracPipe PS-N 
Call: 1-800-671-8622 * 

4 Si Creamery Way 
Exton H PA 19341-2S09 
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TracPtpePSn 

J^ytyvthyk'fTE Sfcewd FfewWc ™ Gd& Piping byQmegaFlujt 

The Natural Gas/Propane Piping 

System for Generator Hookups 


• Perfect for above or underground applications 

• Vented system for added 1 safety 

• Installs quickly, in tong lengths without joints 

• Ranges in sizes from 3/8 r ‘ up to 2” 

- Extremely resistant to damage 

• Easy to handle 


event, we had close to 20 EGSA Members exhibiting at NFMT. 
It takes time for good news to travel! 

In early October, John Kelly, Jr., 2011 EGSA President and 
President/CEO of Kelly Generator & Equipment, Inc., hosted 
a webinar that caused EGSA Members to stand up and take no- 
tice. “Kelly Generator & Equipment, Inc. took the stance of 
let’s participate and see where the road takes us. We knew that 
the EGSA Tradeshow Task Force had vetted several partnership 
opportunities in order to reach out to the end user community. 
Generac supported our business decision and we ended up tak- 
ing a 10 X 20. It was money well spent!” He further commented, 
“Another plus in making this decision was that this venture was 
not in competition with our partnership with Power-Gen, it is a 
complimenting strategy because the two audiences are distinctly 
different.” 

NFMT Uses the EGSA Formula... 

Education and Exhibitions Go Hand-in-Hand 

One unique feature of the NFMT Show schedule is that con- 
ference/educational sessions and exhibit hours do not overlap. 
This environment lends itself to shorter exhibit hours, but the 
floor is packed during the exhibit time increments. By recogniz- 
ing the value of this separation, just as EGSA has done for the 
last decade with our Conferences and Conventions, the show 
provided great depth in the quality of the show floor traffic. 


"When I was first approached to exhibit at the EGSA 
Power Source Pavilion at the NFMT Show , I asked for 
a copy of the previous year's attendee list in Excel. 
When I sorted the list by State , / realized that there 
were solid leads in North Carolina attending ...and 
I was only doing business with one of them! While 
this venture started out to be a show of support for 
EGSA , it also turned into a Request for Proposal for 
Atlantic Power Solutions!" 

Walter Petty, President, Atlantic Power Solutions 

EGSA's Power Source Pavilion gave us assurance 
NFMT would be a good fit for HotStart. Exhibiting 
this year fell right in line with our strategy to target 
facility managers and building owners. Exposure 
to this audience allowed us to communicate the 
benefits of a new product line directly to those who 
experience the benefits. We were impressed with all 
aspects of the show and expect even better results 
next year and beyond. 

Greg Walters, Marketing Manager, HotStart, Inc. 
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Our partners at NFMT also provided several avenues for 
branding opportunities for Team EGSA that focused on the edu- 
cation of end users. We were listed as the sponsor of the presti- 
gious “Power Track” Conference Sessions, which included both 
Power Generation and Power Reliability educational tracks. This 
opportunity allowed EGSA continued positioning as a trusted 
resource and achieved several thousand marketing impressions 
(event signage, print materials, website content), even when the 
exhibit hall was closed for business! EGSA supported this effort 
too, with several of our members making presentations during 
the educational sessions. 

Ken Cockerham, Executive Vice President of Nixon Power 
Services Company, spoke on the 2012 opening day. “We went 
into this opportunity a little skeptical because we were one of 
only a handful of On-Site Power exhibitors in March. However, 
when 1 got to my speaking engagement and had people lining 
the walls of the conference session and they had to bring in 
additional chairs and worry about the City of Baltimore’s Fire 
Marshall, I knew we had made a great business decision!” Ken’s 
presentation was on the basics of standby power and boasted 
almost 70 registered attendees to his session. Show management 
was also pleased with the attendee turnout. 

In addition to the separation of exhibit and education hours, 
exhibitors also have skills and tips to gain! Mike Witkowski, 
Vice President of Sales & Engineering at Pritchard Brown, 


"At the invitation of EGSA , I walked the 2011 show 
and talked to my industry colleagues who had exhib- 
ited in previous years. MTU agreed to take the op- 
portunity and support EGSA by participating in the 
EGSA Pavilion. The 2012 show was well attended and 
produced a good mixture of key people from gov- 
ernmental commercial and industrial markets. The 
attendees (both end users and consulting & specify- 
ing engineers) were there and we left with a number 
of promising leads. The only problem we had was 
the location of the pavilion and that seems to have 
been corrected for 2013. We will look forward to 
hearing more about next year's show!" 

Paul Skinner, Regional Sales Manager, 

MTU Onsite Energy Corporation 

"As a new Member ; Global Power Supply (GPS) took 
a chance exhibiting in EGSA's Power Source Pavilion , 
and we were not disappointed. Our team was con- 
sistently busy developing new opportunities at our 
booth and , compared to many shows , the amount of 
qualified leads was exceptional. It was the perfect 
fit for gaining additional exposure to commercial 
building owners and facility managers , and we look 
forward to participating again next year. " 

Ron Zamir, President/CEO, Global Power Solutions 
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For" More Information oh DoubleTrac 
' /Call: 1-800-355-1039 


doublefrac.net 




A piping solution that’s as healthy for your bottom 
line as it is for the environment 


Flexible double waited piping 
containment system 
EFEP secondary barrier jacket 
UV stabilized nylon 12 protective layer 
Patented self-flaring fittings 
Perfect for above or underground use 
Is UL 971 A listed with zero permeation 
Available in 1”, 1-1/2” and 2" sizes 
Insures the easiest of installations 


DoubleTrac- 

Easy tnsrattaliorj. Zem Permoalion. 

The Diesel/Gas Piping System 
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LLC told the writers at Powerline Maga- 
zine, “It isn’t often that I learn too much 
while exhibiting at a tradeshow anymore. 
Imagine my shock when I came back 
from the exhibitor breakfast armed with 
several new tips on getting people to come 
into my booth. They added value to my 
personal experience when they brought 
in an exhibition expert to the breakfast!” 

What's New for 2013? 

The only objection that seemed insur- 
mountable for the 2012 show was that our 
pavilion was located along the perimeter 
of the show floor in 2012. While the sec- 
ondary entrance to the event was directly 
in line with our pavilion and the show 
organizers placed a cyber cafe and the 
Member’s Lounge directly beside us, it 
was true that the EGSA Power Source Pa- 
vilion was located at the back of the show. 

This has all changed for 2013 with a 
new location on the show floor for the 
EGSA Power Source Pavilion. The new 
floor plan, booth contract and exhibitor 
prospectus are all available now on our 
EGSA NFMT micro-site at http://www. 
egsa.org/nfmt/. 

Another great opportunity that we 
have as an Association is to utilize our 
speaking opportunities to a greater po- 
tential in 2013. “Knowing what we know 


now about the facility manager atten- 
dance during the educational portion of 
the event, EGSA will be poised and ready 
to effectively reach more facility managers 
with an EGSA presentation next year. I 
see several attractive aspects to this show 
for our Manufacturer members: 1. End 
user customers are attendees. 2. It has a 
National reach. The exhibit hall is closed 
during the morning education sessions, 
giving us private time to get caught up on 
our regular business. The attendee traf- 
fic was consistently high.” said Michael 
Pope, 2012 EGSA President and Market- 
ing Manager/Senior Sales Engineer for 
Sud-Chemie, Inc. (a Clariant Group com- 
pany). President Pope worked alongside 
EGSA staff at the EGSA booth along with 
Vaughn Beasley, 2012 EGSA Vice Presi- 
dent and also the Vice President at Ring 
Power Corporation, throughout the event 
to provide technical expertise and added 
value to the EGSA booth experience for 
our attendees. 

Finally, in 2013, we are contemplat- 
ing offering an EGSA Supplier area for 
the 2013 show. It was recognized that 
many EGSA Members that are consid- 
ered suppliers to the companies that are 
attracted to Facility Managers Industry 
and Show may also have a desire to be 
there. As a supplier, we see that your tar- 
get market may not be the facility man- 
ager or maintenance engineer, but rather 
other companies exhibiting at the show. 
If your membership with EGSA falls into 
this category and you are interested in a 
“tabletop” exhibit area with full access to 
the exhibit floor, then we need to hear 
from you! In order to do this, we must 
start early so that we can effectively pro- 
vide show management with the time to 
put a featured offering like this together,” 
requested Kim Giles, EGSA Marketing 
Manager. “If this type of exhibit would 
interest you, a special supplier’s area, 
then please let me hear from you as soon 
as possible,” she requests. 


"OmniMetrix LLC has been a 
member of EGSA for a number 
of years, but this was the first 
time we sponsored a promotion. 
Between the exposure we got 
from the iPad giveaway at NFMT 
and the fact that our company 
became part of a public com- 
pany this quarter ; we had a great 
show. We were very pleased 
with the attendance demograph- 
ics at the Baltimore conference 
and look forward to participating 
in NFMT again." 

Harold M. Jarrett, Vice President of 
Engineering for Power Generation, 
OmniMetrix, LLC 


The “Fence Sitter” Synopsis 

The show organizers said it best.... 
before, during and after NFMT, there are 
significant ways to collect return on your 
tradeshow investment. If the NFMT at- 
tendee is your target audience, you should 
secure your booth location and join EGSA 
March 12-14th at the Baltimore Conven- 
tion Center in 2013! 

Before NFMT 2013 

• Marketing campaign with more than 7 
million impressions attracts the largest 
audience of any facility show: You see 
more decision makers at NFMT than 
at IFMA, BOMA, ASHE, APPA or Glo- 
balcon shows. 

• Registration hie sent free to all exhibi- 
tors: Giving you the opportunity to 
send out invites and attract even more 
visitors to your booth. 

• Free VIP passes printed and mailed by 
the show organizers to your customers 
& prospects: Guarantees your existing 
audience will know you have a pres- 
ence at the show and will hopefully 
stop by your booth at NFMT. 

During NFMT 2013 

• 3 days of exhibits: You see new com- 
mercial, governmental, educational and 
medical facility managers every day. 


"This was a very good show for 
us. Yes , we wrote orders , but we 
were also able to catch up with 
fellow customers and competi- 
tors all at a great location - our 
booth." 

Diane Ewing, President of 
Ewing & Associates 

"I think we need to promote this 
more heavily within EGSA for 
the next NFMT event. I believe 
with more data centers getting 
involved in redundant power 
backup that many of our mem- 
bers can benefit from NFMT 
exposure. 

So currently you may pencil 
GFS Corporation in for next 
year." 

Lanny Slater, Director of Sales, 

GFS Corporation 
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• 11 hours of face time with high-level decision makers: No 
other facility show gives you this much “face time” with fa- 
cilities executives. 

• No overlap between conference hours and exhibit hall hours: 
The show floor is filled with attendees focused on meeting 
suppliers like you. 

• Money Saving innovative self-unloading plan for smaller ex- 
hibitors: lets you unload your freight without utilizing the 
appointed contractor, saving EGSA exhibitors money. 

• No Social Functions, (facility tours, golf outings) during expo 
hours, keeping the show hall full. 

After NFMT 2013 

• Post-show attendee and registration hie are sent free to all 
exhibitors. 

• While onsite, you can secure booth space for next year’s 
show at this year’s prices. 

• Innovative NFMT 360 Web Site connects you with facility 
executives for months after the show. 


EGSA is Coming Back to Baltimore iff 
2013 and We Want You Here with Us! 

EGSA is once again bringing the world of 
On-Site Power Generation to National Facilities Management & 
Technology (NFMT)Tradeshow. 

This is an opportunity you won't want to miss! 

Contact Kim Giles, EGSA Marketing Manager, 
today to confirm and reserve your booth space in the 
EGSA Power Source Pavilion! 

Why NFMT? 

• Stand-by power is a critical necessity for any facility and is 
often overlooked by the facility manager. 

• The NFMT Convention is the perfect "End User" show to 
promote the value of on-site power generation. 

• The partnership offers myriad marketing opportunities that 
will attract and engage both EGSA Members and the read- 
ers of Building Operating Management and Maintenance 
Solutions magazines as well as the current and future NFMT 
attendees. 


For booth sales, please contact Kim Giles, EGSA Marketing 
Manager at k.giles@egsa.org or (561) 750-5575, extension 203. 
You may also visit www.nfmt.com/baltimore for additional con- 
ference details! ■ 



Global Cable wants to earn your business. For a limited time 
only, we are offering special pricing on Bulk Wire Cable, 
Cable Assemblies and Camlok/Twist Lok Connectors . 

Special Pricing valid till June 15th, 2012 

Call Today 



400 amp Camlok Connectors. 

Available in all colors. Male or Female 

Only $10.95/e 

California Style 50 amp Twist Lok 

CS6364N Connector— $27.00/e 
CS6365N Plug— $25.00/e 


Call for Special Pricing on Cable Products 








GLOBAL 

CABLE* ELECTRON ICG 


1-877-651-9473 ext 6664 

Email: bupshaw@globalcableus.com 


For more information contact Kim Giles - K.Giles@EGSA.org 
(561) 750-5575 ext. 203 
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March 12-14.2013 


www.egsa.org/MeetingsbrTradeShows/NFMTTradeShow.aspx 


FOR SALE/RENT 
24 / 7 EMERGENCY SERVICE 
BOILERS 

20,000 ■ 400,000 #/Hr 

DIESEL & TURBINE GENERATORS 

50 - 25.000 KW 

GEARS & TURBINES 

25 - 4000 HP 

WE STOCK LARGE INVENTORIES OF: 
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PREPARING FOR DISASTER 


T he 2012 Spring EGSA Convention held in 
Austin, Texas had a unique theme, “Find- 
ing Opportunity in an Uncertain Environment.” 
When I was first asked to present on the topic of 
Disaster Preparedness, I was not overly excited 
at first, as I had a problem with the usage of the 
word “opportunity”. What would I speak about? 
As a disaster preparedness trainer and consul- 
tant, storm chaser and disaster responder, what 
could I possibly speak on that would fall into 
the category of an “opportunity”? 

My life, as a whole, is surrounded by, and 
consists of, disasters; it has a theme of its own; 
“When Things Go Wrong.” There are not many 
opportunities in my world, unless you count 
the missed ones. 

As I pondered what my contribution could 



be to such an important event, I began to think 
about the possibilities of a new and empowered 
EGSA that was ready to meet the challenges of 
climate change. I suddenly knew that not only 
was I going to have a message for the Austin 
audience, I knew it was a timely one. There is 
indeed an opportunity in an uncertain envi- 
ronment. . . an opportunity to rise above the ac- 
cepted complacency that grips America’s popu- 
lace. . . an opportunity to make changes NOW 
that will allow EGSA to stand in the face of 
what lies ahead. 

Looking Back on a Memorable Year... 

2011 was a memorable year for those in the emergency man- 
agement and disaster response fields. We will always remember 
2011 as the year that blizzards simultaneously beat down doz- 
ens of the states across the country. As the snow diminished, the 
floods came and we saw huge portions of several states inundated 
with historic floods that even today are still halting life and com- 
merce. Texas, among other states, watched wildfires incinerate 
thousands upon thousands of acres while destroying homes, busi- 
nesses and more. 
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Yes, a memorable year... 

The year began almost as if on a mission of destruction with 
a tornado outbreak on New Years Eve of 2010. The early Spring 
brought the deadliest tornado outbreak since the 1950’s. It seemed 
as if the skies were alive with anger and deadly purpose. In Au- 
gust, a magnitude 5.8 earthquake struck Virginia and rocked the 
eastern seaboard, raising fear and questions nationwide. . .what 
could possibly happen next? 

Nineteen tropical storms, the third highest total since records 
began being tracked, challenged the country and Irene became 
the first hurricane to make landfall in the U.S. since 2008. Tropi- 
cal Storm Lee would not be outdone either, with California Gov- 
ernor Jerry Brown declaring a state of emergency on Dec. 11, 
2011, as one of the most severe windstorms in memory took its 
toll on Los Angeles. Wind speeds approaching 80 mph had hit 
many populated areas and at nearby Mount Washington, wind 
speeds were clocked at 101 mph. 

It was a year of tempest and uncertainty, but 2011 held one 
more trick up its sleeve; it brought 2012. 

By the end of this year, there will be the speculators that we 
have not seen since 1999 (the Y2K crowd) bringing the Mayan 
prophecies to the news on a daily basis, as we know that the world 
is predicted to come to an abrupt (and probably horrible) end in 
December. The number of believers will be small in comparison 
to the rest of the world population, but will they be that far off? 
Looking back over 2011 and reviewing what we have already en- 
dured in 2012, perhaps there is something to it all? Could it be 
that the Mayans knew more than we give them credit for or did 
they really simply run out of calendar? 

The opportunity in an uncertain environment is the chance 
to broaden our scope of understanding and awareness! The op- 
portunity is one that invites each of us to consider the “what if” 
scenarios of a different world. 

Do I believe that the world will come to an end in December? 
Absolutely not, but I am a firm believer that we all need to look 
at how we operate our corporations, manage our employees and 
prepare our families as the environment around us continues to 
change and to threaten our very existence. 


There are lessons we need to learn... 

There are lessons that we should be learning from 2011 that 
could quite possibly help EGSA and its members not only survive 
2012 and beyond, but to globally meet the power-related chal- 
lenges as the weather challenges intensify. 

Lirst, disasters happen, and they happen without prejudice. 
Lor years, many of us have been considered “first responders” 
when disasters strike. It has been what has set us apart as various 
industries are incorporated into this group. If we are to survive a 
changing environment, we have to realize that disasters happen 
to all of us and that it is not a matter of “if” it will happen, it is a 
matter of “when.” What back-up systems have to be developed to 
make sure that we can still be the reliable resource? It is a scary 
thing to admit, but we now live in a time when the back-up sys- 
tem needs a back-up system! 

Disasters happen without warning. While some of last year’s 
historic disasters came after a well-detailed forecast, there was no 
way of forecasting the devastation we saw with each new disaster. 
While some may be warned, it is the effects that we cannot pre- 
determine and those who assume the minimum will inevitably 
experience the maximum, suffering the consequences of assump- 
tion. 

2011 taught us to never underestimate the power and effec- 
tiveness of planning, training and drilling. Looking back on the 
aftermath of 2011, can we honestly state that we have trained at 
our facility for the worst? Can we say that our people are ready for 
the ultimate? Have we created exercises, held drills and practiced 
our response in the face of what could still be a year that rivals, if 
not surpasses, 2011? 

If we are to be there in the wake of disaster, we need to plan for 
the very worst. Perhaps we need to not plan for disasters at all, but 
rather, for catastrophes. According to LEM A Administrator Craig 
Lugate, we need to stop planning for what we can do; we need to 
“scale-up” by planning for low-probability, but high-impact di- 
sasters. Obviously, planning for a 2-day power outage and 3-day 
disruption of delivery will not fare well in a widespread disaster 
like a New Madrid earthquake that disrupts the entire Midwest 
for months or a northeast blizzard that lasts for two weeks. 
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Think big. Plan bigger... 

The Titanic 

If you watch television at all, you have 
certainly been aware that the 100th an- 
niversary of the Titanic’s plunge into the 
icy depths of the Atlantic was this year. 

We all know the story, if not from his- 
tory books, from the movie. The most 

magnificent ship ever constructed struck an iceberg with no 
warning and the entire vessel vanished in less than three hours. 
While ships sink every day, what made this tragedy so historic 
was that the Titanic was built to last; it was unsinkable according 
to its overly confident engineers. While the loss of life was horri- 
bly unavoidable, there is one fact that feels lost in translation with 
the stories told; the fact that many could have been saved had the 
disaster plans been “scaled up” to include the possibility that the 
hull might be breached. It has been suggested that if the crew had 
purposely flooded the ship’s aft compartments using the ship’s 
fire extinguisher system, the boat would have stayed afloat long 
enough (a few more hours) until rescue ships arrived. 

Why wasn’t this done? The assumption that the forward com- 
partments could NEVER be breached eliminated any need for a 
plan to balance the ship! 


These are not freak happenings... 

Another lesson we learned was to stop saying these are freak 
storms and events. They are not. Remember, Katrina was referred 
to as a fluke. So was the Indianapolis stage collapse. Had these 
tragedies been freak occurrences, we would not still be reeling 
from the sting of Ike or the sadness of the St. Louis tent tragedy 
that just occurred in April. If states that thought they were im- 
mune were struck in 2011, if companies that thought they were 
ready were caught unaware in 2011, then what of 2012? Do we 
dare stand in confidence on the procedures and training and 
plans we have presently in place or is it time to take advantage 
of today. . .for now we are being given the opportunity to ready 
ourselves. 



MIRATECH provides innovative turnkey emissions solutions 
to meet the needs of specific applications. From basic 
catalyst and sound attenuation for 1 00 kW field installations 
to global 1 00,000 kW microgrid SCRs with DPFs or 
oxidation catalysts commissioning projects, MIRATECH 
provides robust catalyst, silencer and controls packages 
you can depend on every day. 



Contact our experienced sales team first to have 
MIRATECH provide and install the entire exhaust 
after-treatment scope of supply. 




miRntecH 


Innovative 

Emissions 

Solutions 


Over 20,000 Systems Installed 
NSCR • SCR • DPF • Silencer • AFR * NESHAP CPMS 
Field Service • Training • Turnkey 

www.miratechcorp.com 


420 South 145th East Avenue • Drop Box A 
Tulsa, OK 74108 • USA • +1 918 933 6271 
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The trend is not just continuing; it is expanding. While the 
recent hurricane forecast for 2012 looks to a milder-than-a nor- 
mal year, the disclaimer that accompanies this forecast states that 
development of El Nino could change everything. In January of 
2011, the United States experienced slightly less than two dozen 
tornadoes. In the month of January of 2012, we suffered more 
than seven dozen. 

Be willing to be uncomfortable... 

We need to be alright with being uncomfortable. If we are 
to be the source of light and power in the face of this uncertain 
environment, we need to be willing to admit that right now, we 
are not as ready as we need to be. According to multiple experts, 
including Jack Hayes of the National Oceanic and Atmospheric 
Administration (NOAA), 2011 is just a precursor of things to 
come. We will never be ready for what lies around the corner if 
we are not willing to admit TODAY that we need to rethink how 
we operate, how we train, how we plan and how we take care of 
our human resources (employees). 

So how do we start to take advantage of opportunity? We have 
the opportunity to use EGSA the way it was intended. . .network 
and share best practices! Across North America, EGSA has Mem- 
bers that experienced Mother Nature’s wrath in a manner unlike 
anything we have ever seen. It is time to network, to borrow, to 
glean insight from. How did these disasters affect the way that 
they do business? How did they maintain continuity? Even the 
unsuccessful stories hold wisdom and truth; what would they 
have done differently? What plans failed and why? All of these 


components become a large part of the new plan, for surely, if it 
happened to them, your turn is possibly around the corner. 

Protecting our human infrastructure 

What of the people? Whether you are a manufacturer, dis- 
tributor dealer, engineer or contractor, you are nothing without 
people. In 2011 more than 1,100 people died in weather events 
and more than 8,000 were injured. The year included at least 14 
individual events that caused economic damage in excess of $1 
Billion or more, each with a collective price tag of over $55 Billion 
in damages during an already unstable economic time. Your em- 
ployees, the backbone of your economy, suffered over 90 federally 
declared disasters. 

What are we doing to make sure that we retain these employ- 
ees in the wake of a disaster? While I am referring somewhat to 
economic stability, let’s broaden our scope of focus or “scale up” 
this thought process, to include what can be done to preserve 
their very lives? Evacuated employees that never return could 
slow or even halt processes you need to continue operations. 
Dead employees don’t return either. 

In a recent visit to a refinery, I asked the question, “How well 
protected are your employees, so you know you won’t lose con- 
tinuity of operations?” The answer was as I expected, all precau- 
tions had been taken to protect and preserve the lives of those 
employees at the plant in the event of a disaster, but nothing had 
ever been done to educate the employees or their families as to 
how to survive if disaster struck while they were home. Why is 
this my responsibility, you ask? 
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An employee existing in an unprepared home with an unpre- 
pared family will not return to work for several days, if not weeks, 
in the wake of a disaster; the time you need them the most. Small 
investments now, “scaling up” plans and educational efforts will 
pay out great dividends in the future. 

So, now what? 

1 think we can agree that we live in an uncertain environment. 
So now what? Turn the page? There are other articles and work to 
be done once you set this issue down. This might be a viable option 
for you, but it wouldn’t be a wise one. 

1 have spent a lifetime walking the streets of communities where 
it couldn’t happen. . .looking out over piles of what were once 
dreams and visions. 1 have spent a lifetime staring into the real- 
time version of what some think of as reality television, orches- 
trated by ratings-hungry producers. 1 have sat with heads of state 
and corporate executives that never saw it coming. This uncertain 
environment is real and the consequences of not meeting its chal- 
lenges “head on” are even more real. 

Embrace the idea that you do not have a plan that meets what 
the rest of what 2012 has in store. Tear apart your plans and pro- 
cedures. Analyze your shipping and fulfillment, your storage, your 
manufacturing, your materials. Will it all hold up? 

Look past the time clock. Prepared employees are employees 
that will be there when you need to be standing. To invest in our 
human infrastructure is to invest in our very existence and survival. 

Network to be taught. . .reach out to those that have experienced 
“being the victim.” Seek them out, partner, ask questions and apply 
their advice. 

Share what you discover. One strength in EGSA lies in the col- 
laborative whole, not the strength of one Member. Your discoveries 
can enlighten, strengthen and save lives. Share them! 

Foster partnerships. Partnerships need not only be forged for the 
maximum return on investment. The changes and threats that loom 
on the horizon call for partnerships that are not merely tactical but 
strategic and almost brotherly. If one fails, the rest fall shortly after. 

Don’t discount the warnings... 

As this article prepares to go to press and I prepare to head 
back out onto the road to meet yet another forecasted outbreak, 
take this thought with you. Those who know, who live and 
breathe natural disasters are worried. In the last month alone, 
forecasts from the National Weather Service and the Storm Pre- 


diction Center have been incorporating new language; words like 
“un-survivable”, “deadly”, and “catastrophic”. 

Concerns also lie in fields far beyond the weather. Where are 
the present concerns that could affect EGSA, its Members and its 
customers? Terrorism... Earthquakes... Nuclear... Hazardous Ma- 
terials incidents... Hurricanes... Tsunamis... Pandemics... Cyber 
failures... Floods... Wildfires... Blizzards. 

Take heed to the warnings. 

Don’t be Green 

April of this year brought with it “Green Week”, a portion of 
the month set aside to discuss and celebrate all things environ- 
mentally friendly. Of course, as a speaker in demand for pre- 
sentations and keynotes on climate change, I was booked solid. 
Two days into the week I joked with my staff that I was the only 
speaker in the country advising people to NOT be green. Here’s 
what I mean with the message. . . 

Scientific fact or a wives tale, I’m not certain, but there is an old 
saying, “Put a frog in boiling water and he will jump right out, but 
put a frog in cold water and slowly heat the water to a boil, and 
the frog will stay in the pot until his death.” 

I have not tried this with a frog, but over the course of my 
career I have watched it happen with Americans. This uncertain 
environment has been changing for decades, but we have chosen 
to stay aloof, paying little attention as the water around us got 
warmer. Now, the water of our surroundings is starting to boil 
and we still sit in the pot like little green frogs. 

It is time to jump. 

Those caught in a changing environment need us. . . 

While we operate in a world of amazing machinery and out- 
standing technology (something EGSA should very proud of), our 
service is still for the people. Pat Santos, Deputy Director of Loui- 
siana’s Office of Homeland Security and Emergency Preparedness 
said this past January in New Orleans that improving response 
and preparedness capabilities is for one purpose only: people. 

Our services, our products and our expertise need to be there 
when everything else falls apart. In order to accomplish this, we 
need to make sure we are here and we are prepared. The opportu- 
nity to learn is knocking at the door, are you listening? ■ 


About the Author 

Eddy Weiss is a leading authority in the areas of Disaster Preparedness, Strategic Planning 
Disaster Mitigation and practical problem solving. 

As a volunteer firefighter, Eddy grew to love the responsibility of providing safety to his 
community. As a storm spotter for his department, Eddy’s interest in weather phenomenon 
grew as well, and now, almost two decades later, Eddy Weiss, a natural story-teller, has become J 


a well-known storm chaser, inspirational speaker and disaster preparedness educator. 

Buckled into “Dorothy”, his storm chase vehicle, Eddy, has appeared on countless television . , . H 
shows sharing his messages of disaster preparedness. 

Currently, Eddy serves as Assistant Director of Chasing4Life as well as for the Whirlwind 
Foundation. Eddy has been recognized for his work by community organizations, churches 
schools and civic groups throughout the United States, and has recently received a Presidential^ 
award for a lifetime of service to America’s communities. 
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Doosan Portable Power manufacturing leaders, stand proudly in 
front of a G570 mobile generator outside of the manufacturing 
facility in Statesville, N.C. From left to right are Bill Wall, Selenea 
Barker, Ken Collier, Rick Bashaw and Bobby McDaniel 


Another in Our Series of EGSA Member Company Profiles 

Doosan Infracore Portable Power 

Hoover Dam. The Panama Canal. Mount Rushmore. The Chunnel. Golden Gate Bridge. 

Doosan Portable Power has been an integral component of some of the world's most impressive projects 


DOOSAN INFRACORE PORTABLE POWER ... 

... is a member of Doosan Infracore Construction Equipment, 
a global alliance of the construction equipment businesses of 
Doosan Infracore Co. Ltd. and its affiliates. Doosan Infracore 
Portable Power has more than 100 years of manufacturing 
expertise and application experience with a focus on providing 
the highest quality machines with unrivaled customer 
service and reliability From its 441,650-square-foot facility in 
Statesville, N.C., the company manufactures generators, air 
compressors and light towers that serve a diverse collection 
of markets worldwide. For more information about Doosan 
Portable Power, please visit doosanportablepower.com. 


F or more than a century, the core products offered by Doosan 
Portable Power have played an important role in the construc- 
tion of many of the world’s most important projects and recogniz- 
able landmarks. And despite having maintained a relatively low 
public profile, the company has staged a proud history serving a 
prominent collection of diversified markets. As a member of the 
Doosan family of companies, the Doosan Portable Power line of 
on-site power equipment continues to enhance user productivity 
and offer best-in-class reliability. 

Industry expertise has focused on providing the highest qual- 
ity machines through a rich heritage that has earned a strong 
reputation in a global marketplace. Doosan has also been among 
the early and sustaining leaders in green technologies; described 
by Doosan’s John A. Garcia as ‘environmental designs.’ 

“Doosan Portable Power was the first company to offer envi- 
ronmental containment packages on all mobile generators to pre- 
vent spillage of fluids,” says Garcia, Manager, Generator Develop- 
ment Americas. “From concept, all machines are designed not 
only to sustain but to improve the quality of our environment. 
And conservation and recycling occupy best practices in our plant 
operations as well.” 
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New products are developed in accordance with the new prod- 
uct development phase gate process to ensure all products meet 
customer requirements. Located in Statesville, N.C., the company’s 
manufacturing facility with on-site engineering design and test 
capabilities ensures quality in meeting product noise restrictions, 
unit mobility, and other customer driven performance attributes. 
The quality manufacturing system at Doosan Portable Power has 
been certified to ISO 9001 by Lloyd’s Register since 1994. 

“Doosan has shown its commitment to our construction mar- 
kets through an investment in our world-class manufacturing fa- 
cility in Statesville,” says Shawn Sweet, President of Doosan Infra- 
core Portable Power. “Our state-of-the-art facility, combined with 
an experienced and dedicated work force, ensures that we are 
capable of meeting our customers’ needs today and in the future. 
Our business focuses on product innovation and strives to make 
the best products even better by incorporating new technology 
into the most durable and reliable products on the market.” 

Global Opportunities 

As a global supplier of on-site power equipment, Doosan Por- 
table Power is continuously looking for opportunities to grow and 
expand their business, both here at home and overseas. According 
to Garcia, the company has been monitoring activity worldwide 
and is encouraged by some recent trends. 

“Parts of South America and certain areas of Africa have emerged 
and are rapidly growing to the degree that they will require more 
on-site power equipment and product to meet the demand,” he 
says. “We are seeing a lot of potential and anticipate being able to 
build on the success we’ve realized in 2011 as we look ahead to the 
coming year. 

Like the majority of construction-related companies that strug- 
gled through the recent economic downturn, Garcia is enthusiastic 
about the global economy and future opportunities. A substantial 
market served by Doosan Portable Power for on-site power is non- 
residential construction that focuses on road repair, bridge sand- 
blasting and renovation, commercial construction, painting and 
coatings. The oil and gas industry is also an important sector, along 
with traditional construction dealers, national rental accounts and 
strategic accounts, all of which have shown signs of rebounding 
within the past 12 to 16 months. 

“2011 was a very successful year for Doosan Portable Power 
and 2012 is also solid,” says Todd Howe, Manager, Global Genera- 
tor Products. “Year by year, the on-site power market continues 
to grow. We are very encouraged by the trends. It takes a good 
team of individuals who can design, build, market and service 
high quality products to succeed in the on-site power industry. 
At Doosan, we have very skilled engineers and an experienced 
work force dedicated to quality. All these ingredients culminate 
in a recipe for success.” 

In addition to the traditional construction markets served by 
Doosan Portable Power, the company is experiencing increased ac- 
tivity in the events market, fueled in large part by mobile generators. 

Tier 4 — Enhancement Opportunities 

Currently, Tier 4 is the strictest emissions requirement for off- 
highway diesel engines being implemented by the Environment 
Protection Agency (EPA). The requirements — part of the federal 


Clean Air Act whose purpose is to reduce air pollution — set 
specific limits on the amount of pollutants that can be released 
into the environment. Doosan Portable Power has successfully in- 
tegrated Cummins’ 6.7 and 9 liter engines into its product lineup 
and continues to work on the 4.5 liter integration in anticipation 
of Tier 4 emission requirements. The new Tier 4 standards require 
a further 90 percent reduction in particulate matter (PM) and ni- 
trogen oxide (NOx) emissions over previous requirements. 

“I am proud of the fact that Doosan has been able to develop 
Tier 4 products in such an efficient and productive manner,” says 
Sweet. “It’s one thing to re-engineer machines, but what we’ve 
done in every single application is to spend time and energy to 
build a package with the goal of making it the smallest, quiet- 
est and most fuel-efficient we can. That was my challenge to our 
engineering team. And they responded in every area. They were 
able to fit all this new engine technology into the smallest, most 
compact frame possible. That’s the innovation for us.” 

Sweet admits that one of the biggest challenges for on-site 
power equipment manufacturers is that there really isn’t anything 
about the generators, air compressors and light compaction equip- 
ment that is all that glamorous. 

“Portable power products don’t have seats, steering wheels, 
buckets or hydraulic cylinders,” Sweet says. “The operator walks 
up to it, opens the door, pushes a button, it starts and gauges light 
up. We’ve added some interesting new systems with electronics 
and telematics and Tier 4 has enabled us to do that. You can now 
walk up to a generator that is Wi-Fi-enabled and read diagnostics 
on your iPad or iPhone. We designed all the electronics behind it 
using off-the-shelf components and put it together into operator 
interfaces that are easy and intuitive to use.” 

“Customers didn’t ask for a new fan, they asked for less noise, 
less space and better fuel economy,” says Howe. “So we delivered 
a fan that takes less horsepower to drive it. The offshoot is that we 
were able to reduce the horsepower requirement for the package 
and save 7 percent of the fuel. Features like these start adding up 
to real customer value.” 

EGSA Advocates Since 1997 

Individuals representing Doosan Portable Power have been ac- 
tive, engaged and supportive members of EGSA since 1997, in- 
cluding a role as a major sponsor of EGSA conventions and con- 
ferences. 

“EGSA’s goals to educate, share important trends and knowl- 
edge and the networking opportunities across a broad range of 
suppliers and manufacturers helps us keep current with evolving 
trends that affect the on-site power industry,” says Garcia. “There 
are many good things derived from our attending the EGSA con- 
ventions and conferences including the presentations of very in- 
formative speakers and panel discussions. The conferences also 
afford us the opportunity to connect with potential customers and 
suppliers. And for me personally, the most rewarding aspect is 
renewing the camaraderie and friendships that have been devel- 
oped over the years from attending EGSA meetings.” 

For more information about Doosan Portable Power, please 
visit doosanportablepower.com. u 
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The Hilliard Corporation 
100 W. Fourth St. 

Elmira, NY 14002 
Ph: 607-733-7121 
http://www.hilliardcorp.com 
:-mail: hilliard@hilliardcorp.com 


Klliard 

HILCO DIVISION 



Your One Source For Power Generation Components! 



DVR2000E 



MX341 


Voltage Regulators 



Featuring Deep Sea 703 
Autostart Panels 


Battery Boxes 



Autostart Modules ■ Vibration Isolators ■ Electronic Governors ■ Engine Gauges & Switches 

Call 800-383-2078 or visit our online store for quotation or product information 

www.davidsonsales.com 
839 Bill France Blvd., Daytona Beach, FL 32117 
Phone (386)274-2079 Fax (386)274-2279 
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Application for Membership 

ELECTRICAL GENERATING SYSTEMS ASSOCIATION 

1650 South Dixie Highway, Suite 400, Boca Raton, FL 33432 • 561-750-5575 • FAX 561-395-8557 

E-Mail: e-mail@ECSA.org • World Wide Web: www.ECSA.org 

Under the leadership of its Board of Directors and operating through its various committees and staff ; ECSA strives to educate , 
provide networking opportunities and share relevant knowledge and trends with industry professionals including manufacturers , 
distributor/dealers , engineers , manufacturer representatives , contractor/integrators and others serving On-Site Power consumers. 



Please type or print all information in upper and lower case (NOT ALL CAPS!) 

Company 

Address 

City State/Province 

Zip/Postal Code Country 

Phone FAX 

Official Representative Title 

Representative's E-Mail Company's Web Address 

How did you hear about EGSA? □ Website □ Powerline magazine □ Colleague □ POWER-GEN □ Other 

Why are you joining EGSA? □ Certification Program □ CEU Program □ Power Schools □ Buying Guide Listing □ Other 


Contact Information 


2 . Member Classification Read the Membership classifications below and check the box that describes your firm's classification. 


I. FULL MEMBERSHIP 


II. ASSOCIATE REGULAR MEMBERSHIP 


□ MF Manufacturer Membership 

Any individual, sole proprietor, partnership or corporation seeking membership must 
apply for a Full Membership as a manufacturer if they meet one or more of the following 
criteria: 

1 . They manufacture prime movers for power generation. 

2. They manufacture generators or other power conversion devices producing electricity. 

3. They manufacture switchgear or electrical control devices. 

4. They manufacture or assemble generator sets, UPS systems, solar power, hydropower, 
geothermal, or any other power production or conversion system including related 
components or accessories for national or regional distribution. 

5. They are a wholly owned subsidiary of a firm that qualifies under rules one through 
four. 

□ DD Distributor/Dealer Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a distributor 
or dealer for products listed under Manufacturer Membership may apply for Full Member- 
ship as a Distributor/Dealer. If an organization qualifies under Manufacturer Membership, 
it is not qualified under this section. 

□ Cl Contractor/Integrator Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a Contractor 
or Equipment Integrator of products listed under Manufacturer Membership, not bound by 
brand, geographic territory or contractually obligated as a Distributor/Dealer of a specific 
product. These firms typically purchase products from a Distributor/Dealer, Manufacturer 
or Retailer, adding value through installation, product knowledge, relationships, unique 
services, etc., and then re-sell the resulting product to an end-user. 

□ MR Manufacturer's Representative Membership 

Any individual, sole proprietor, partnership or corporation actively engaged in the repre- 
sentation of products listed under Manufacturer Membership may apply for Full Member- 
ship as a Manufacturer's Representative. If an organization qualifies under Manufacturer 
Membership, it is not qualified under this section. 

□ EM Energy Management Company Membership 

Any individual, sole proprietor, partnership or corporation engaged in energy manage- 
ment, including Energy Service Companies (ESCOs), Independent Power Producers (IPPs), 
Integrators, Aggregators, and other similar enterprises may apply for Full Membership as 
an Energy Management Company. 

□ Associate Full Membership (mark appropriate category at right) 

Any individual, sole proprietor, academic institution, student, partnership or corporation 
meeting the requirements of Associate Regular Membership may apply for Full Member- 
ship at their option to enjoy the privileges of Full Membership, including the rights to vote 
and to serve on EGSA's Board of Directors. Initiation fees and annual dues will be assessed 
at the existing non-manufacturer Full Member rates. 


□ AA Trade Publication Membership 

Any trade publication dealing with the electrical generating systems industry 
or its suppliers may apply for Associate Membership-Trade Publications. 

□ AB Trade Association Membership 

Any trade association made up of individual or company members shar- 
ing a common interest in the electrical generating systems industry may 
apply for Associate Membership-Allied Associations. 

□ AC Engineer Membership 

Any consulting or specifying engineer may apply for Associate Member- 
ship-Engineer. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AD End-User Membership 

Any individual employee of a company who owns or operates electrical 
generating equipment and/or related switchgear or components, whose 
responsibility to his employer includes planning, design, installation, 
supervision, or service of such equipment may apply for Associate Mem- 
bership-User. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AE Service Membership 

Any individual, organization or academic institution that offers services 
such as research, testing or repair to the electrical generating systems 
industry may apply for Associate Membership-Services. Membership 
may either be held in the individual's name or the organization's name 
under this classification. Individual companies whose employer or parent 
organization qualifies as a Full Member, as described in the Full Member- 
ship section, do not qualify for this category. 

□ AG Educational Institution Membership 

Any postsecondary vocational-technical school or college offering on-site 
power generation-related instruction may apply for Associate Member- 
ship-Education Institution. 

□ AR Retiree Membership 

Any individual who retires from a member company may apply for As- 
sociate Membership-Retired. This classification does not apply to any 
individual who is employed more than 20 hours per week. 

□ AF Student Membership 

Any individual currently enrolled at an academic institution may apply 
for Associate Membership-Student. 



Application for Membership - page 2 


Dues Schedule (Use for Section 3) 

Annual Dues 

Initiation Fee 

TOTAL 

Manufacturer 

$825 

$200 

$1025 

Distributor/Dealer 

$285 

$100 

$385 

Contractor/Integrator 

$285 

$100 

$385 

Manufacturer's Representative 

$285 

$100 

$385 

Full Associate Member 

$285 

$100 

$385 

Energy Management Company 

$200 

$100 

$300 

Regular Associate Member 

$200 

$100 

$300 

Retiree Member 

..Complimentary 

$0 

$0 

Student Member 

..Complimentary 

$0 

$0 


NOTE: A FULL 1 2-MONTH DUES PAYMENT MUST BE RECEIVED WITH THIS APPLICATION. The Association's Membership Year is January 1 
through December 31 . Dues payments that extend beyond the first Membership Year will be applied to the second year's dues. 

FULL PAYMENT MUST BE RECEIVED WITH APPLICATION. 


3 * Membership Dues (Please fill in the appropriate TOTAL 

amount from the above dues schedule.) 

Membership Dues 

$ 


Membership Plaque (optional)** 

$ 

49.95** 

On-Site Power Reference Book (optional)** 

$ 

125.00** 

Florida Residents: Add 6% Sales Tax to ** items 

$ 


Continental US Residents add $5 shipping/handing to**items. 

$ 


Non Continental US Residents should call EGSA 

Headquarters for shipping charges for **items. TOTAL 

$ 



4 . Payment Method (Payable in USS drawn on U.S. bank, 
U.S. Money Order, or American Express) 

□ Check# Amount Due $ 

□ Money Order 

□ Mastercard □ Visa □ American Express 

Card # Exp. Date 

Signature: 

Print Name: 


5 m Products/Services Please describe the nature of your business (50 words or less, NOT ALL CAPS). If you are a Manufacturer's Representative or 
Distributor/Dealer, please indicate which manufacturers you represent and/or distribute for; if you are a student, please provide the name and location of your 
school, your major and your anticipated graduation date: 


Do you buy AND sell equipment? □ Yes □ No Do you manufacture packaged equipment? □ Yes □ No 


Available Codes: 



Enter codes here: 

01 —Batteries/Battery Chargers 

09 — Generator Laminations 

1 9 — Silencers/Exhaust Systems/Noise Abatement 

Products sold: 

02 —Control/Annunciator Systems 

10— Generator Sets 

20 —Solenoids 


29— Education 

1 1 —Generators/Alternators 

21 —Switchgear and Transfer Switches (Automat- 


30— Emission Control Equipment 

1 2 — Governors 

ic or Manual), Bypass Isolation Switches, 


04— Enclosures, Generator Set 

1 3 — Heat Recovery Systems 

and/or Switchgear Panels 

Products rented: 

05 — Engines, Diesel or Gas 

14— Instruments and controls, including meters, 

22 —Trailers, Generator Set 

06— Engines, Gas Turbine 

gauges, relays, contactors, or switches 

23 —Transformers 


07 — Engine Starters/Starting Aids 

1 5 — Load Banks 

24 —Uninterruptible Power Supplies 


08— Filters, Lube Oil, Fuel or Air 

1 6 — Motor Generator Sets 

25 —Vibration Isolators 


28 -Fuel Cells 

1 7 — Radiator/Heat Exchangers 

26— Voltage Regulators 

Products serviced: 

03 — Fuel Tanks and Fuel Storage Systems 

18— Relays, Protective or Synchronizing 

27 —Wiring Devices or Receptacles 



6m Sponsor(s): A"Sponsor" is an EGSA Member who interested you in filling out this application. It is not mandatory that you have a sponsor for the 
Board to act favorably on this application; however, if a Member recommended that you consider membership, we request that individual's name and com- 
pany name for our records. 


Sponsor Name Company Name 


7 • Official Representative's Authorization 

Signature 

Date 




NEW EGSA MEMBERS 


MF=Manufacturer DD=Distributor/Dealer CI= Contractor/Integrator MR=Manufacturers Rep 
EM=Energy Management Co. AA=Trade Publication AB=Trade Association AC=Engineer 
AD=End-User AE=Service AG=Educational Institution AR=Retiree AF=Student 


Emitec, Inc MF 

Rochester Hills, MI 
Claus Bruestle, President 

Emitec is the world leader in metal substrates for 
catalytic converters for all engine applications. We 
have manufactured more than 100 million metal sub- 
strates with the highest industry quality record. Ad- 
ditionally, the Emitec SCR Division NoNOx creates, 
develops and manufactures urea dosing units used 
for NOx reduction in engine exhaust gases. Emitec 
owns over 1,800 patents worldwide, reflecting the 
company’s committment to innovation and techno- 
logical leadership. 

ENKO Electronics Ltd MF 

Izmir, Turkey 

Semih Kazazoglu, Marketing Director 
Since 1982, ENKO Electronics has been providing 
Generator manufacturers around the world with 
Automatic Mains Failure Units, Manual Start Units, 
Automatic Transfer Switches, Engine Start Relays and 
Battery Chargers. With our experienced R&D team 
and over 30 years of industry leading know-how, 
ENKO Electronics can provide tailored solutions and 
long-term partnerships. 

Metropolitan Community College AG 

Omaha, NE 

Donald Gilliland, Diesel Power Generation Instructor 
We’ve been teaching power generation classes since 
2008. We have taught one or more of our 6 power 
generation class to 14 students over the past 3 years. 
We have 2 AAS graduates of our program and one is 
employed full time in the industry. We currently have 
6 students pursuing the power generation option out 
of approx. 65 total program students. 


National Defence/Canadian Forces/DGME/ 
DCAE2 AE 

Ottawa, ON, Canada 

Norm Tardif, DCAE 2-3-3 Assistant Deputy Minister 
(Infrastructure and Environment) Director Corporate 
Architecture and Engineering. (ADM(IE)DCAE). 

We provide IE functional leadership and services to 
enable effective, efficient and sustainable manage- 
ment of DND infrastructure and environment in sup- 
port of CF missions and Dept, programs. 

On-Site Power Services DD 

Auburndale, FL 
Tom Jackson, President 

On-Site Power Services is an established dealer for 
Generac Power Systems since 2006. Service provider 
for Residential, Commercial and Industrial Product 
Lines. 

Powerohm Resistors, Inc MF 

Covington, KY 

Mike Crowe, Vice President 

Powerohm Resistors is the world leading manufactur- 
er of power resistor products including portable and 
freestanding (permanently mounted) load banks. We 
have been manufacturing quality custom load banks 
for over 10 years and now offer a standard series of 
freestanding load banks, complete with user-friendly 
control and many improvements over load banks 
typically found in the industry today. 

Southern Switchgear Service, Inc Cl 

Bessemer City, NC 
Scott Ledbetter, President 

Southern Switchgear Service provides emergency ser- 
vice to hospitals, data centers and industrial plants, 
service and preventative maintenance programs. 
Commissioning on site training of switchgear, UPS, 
Emergency Power Sources. 


Tide Power System Co., Ltd MF 

Wanchai, Hong Kong, China 
Yee Fong Tan, Managing Director 
Tide Power System is a long term manufacturer for 
the production of different kinds of power generators 
and the related power solutions. Our gensets can 
be fueled with diesel, HFO, natural gas, biogas and 
other combustible gas. In addition, CHP systems and 
new energy solutions are also projects of ours. 

TRG Systems, LLC MF 

Delco, NC 

Edward McGovern IV, President 
TRG (Tactical Remote Generator) Systems LLC is the 
assembler of TRG Clean Power? ultra-clean diesel gen- 
erators, ranging from l-100kW and is the wholesale 
supplier of Skystream Small Wind Turbines and Tru- 
lite Hydrogen Fuel Cells. TRG Systems specializes in 
low-to-zero emissions power generation technology. 

United Illuminating Company AD 

Hamden, CT 

Kevin Daniels, Supervisor 

The company can be described as a diverse inves- 
tor owned utility that also is involved in and works 
closely with its customers in the distributed genera- 
tion arena. The company has rented and purchased 
various generating equipment and serviced numerous 
types of company owned switchgear equipment. 


Make contacts. 
Influence the Industry. 
Improve your Business. 


Top 10 Reasons to Be an EGSA Member 


1. Discounted fees for: 

• EGSA Technician Certification Program 

• On-Site Power Schools 

• EGSA Conferences and Conventions 

• The EGSA On-Site Power Reference Book 

2 . Free job postings in our Job Bank 

3. Access to informative presentations from past EGSA 
conferences 

4. Use of the EGSA logo on your company advertise- 
ments, website, stationery, etc. 

5. Priority booking of your booth in the EGSA Pavilion 
at POWER- GEN International 


6. Access to EGSAs quarterly generator shipment sur- 
vey 

7. Listing in EGSAs Annual Buying Guide (distributed 
to over 30,000 industry leaders) 

8. Your company information will appear on EGSAs 
website 

9. Networking opportunities at EGSA events, including 
conferences, conventions, trade shows and 
receptions 

10. Participate on committees that influence the course 
of the association and the entire industry 



Electrical Generating Systems Association 
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EGSA JOB BANK 


Generator Field Technician-Experienced 

ACF Standby Systems seeks full-time experienced 
generator field technicians for openings in the Orlando/ 
Miami, FL areas. Requires advanced knowledge 
of standby generator systems. Minimum 5 years 
experience. Working knowledge of 12 & 24 VDC 
controls. Company offers a full comprehensive benefits 
package. Competitive wage, company vehicle, laptop 
and cell phone for qualified candidates. Send resumes 
to careers@acfpower.com or fax to HR at 813-621- 
6980. EGSA Certified Technicians Preferred. 


Generator Field Service Technician 

Altorfer Power Systems, Caterpillar Distributor for 
the Midwest, has an exciting opportunity for the right 
person to join our service team! Positions open in 
Eastern Iowa and Central Illinois. Perform diagnosis, 
repairs, and maintenance on Caterpillar, Cummins, 
Kohler, Generac and other makes of Electric Power 
Generation equipment. This includes switchgear and 
electrical controls. Prior experience required. PC 
skills and excellent customer service skills a must. 
Great pay and benefits. 

Website: www.altorfcr.com Please apply online or 
e-mail resume to power@altorfer.com 


Electrical Testing Program Engineer 

Exciting opportunity for the right person to join 
a high performance team! Altorfer provides world 
class service for Caterpillar generators, electrical 
switchgear, circuit breakers, protective relays and 
related devices. This growing business segment needs 
a group leader that will assist in jobsite inspections, 
prepare quotes, organize technical information and 
testing procedures, analyze test results and supervise 
report preparation. A working knowledge of electric 
power engineering and bachelor’s degree in electrical 
engineering or closely related curriculum is required. 
Industrial/electrical safety compliance experience 
and mechanical systems a plus. Administrative 
capability and strong PC skills necessary. Working 
knowledge of NETA equipment testing and NFPA 
70E electrical safety standards a plus. Excellent 
chance to grow with a vibrant business. Position 
based at E. Peoria, IL, serving the Midwest area. 
Please e-mail resume referencing job# 12-065 to 
staffing@altorfer.com EEO/ M-F-D-V 


Generator Service Technician 

Antilles Power is seeking a highly motivated, self- 
sufficient candidate for our Caribbean, Virgin Islands 
locations. Duties include: Preventative Maintenance, 
Troubleshooting, Commissioning, Diagnostics, 
Repairs of Generators and Automatic Transfer 
Switches. Diesel engine and marine experience 
required. Drug screening and clean driving records 
are prerequisites. Computer knowledge and EGSA 
Certified Technician Preferred. E-mail resume 
with references and salary requirements to m.torres@ 
antillespower.com 


Application Engineer 

Due to continuing growth in the Oshkosh, WI facility, 
Baldor Generators needs an application engineer 
experienced in project management of custom genset 
orders. Must be skilled in diesel and gasous fueled 
power generation, transfer switches & paralleling 
switchgear. BSME preferred. Full benefit package. 
Send resumes to jluepke@baldor. com AA/EOE M/F/D/V 


Sales 

Great opportunity for a sales professional. 
Responsibilities include achievement of sales 
targets in Latin America and Caribbean countries. 
Candidates should have sales experience with 
industrial products. Bachelor’s degree in Electrical 
or Mechanical Engineering and/or Electric power 


EGSA Job Bank Guidelines 

EGSA will advertise (free of charge) EGSA Member 
company job openings in the Job Bank. Free use 
of the Job Bank is strictly limited to companies 
advertising for positions available within their 
own firms. Companies who are not members of 
EGSA and third-party employment service firms 
who service our industry may utilize the Job Bank 
for a $300 fee. Blind box ads using the EGSA Job 
Bank address are available upon request; company 
logos may be included for an additional fee. EGSA 
reserves the right to refuse any advertisement it 
deems inappropriate to the publication. Please send 
your classified ad (limited to approximately 50 
words) to: EGSA Job Bank, 1650 S. Dixie Hwy, Suite 
400, Boca Raton, FL 33432. Or, send it via e-mail it 
to: J.Kellough@EGSA.org 


experience is required. Must be highly motivated, 
self starter with good computer & bilingual (English/ 
Spanish). Approximately 50% travel. Excellent 
salary and benefits package. Please e-mail resume to 
broadjobs@yahoo. com 


Generator Sales Professional 

Central Power Systems & Services, Inc. - seeking 
generator salespersson based out of Kansas City. This 
position will work from our new stand-alone facility 
dedicated to the generator business and will be 
focused on promoting MTU OnSite Energy products. 
We offer a strong base wage, incentive program and 
a full benefit package (including company car, gas 
allowance, expense card, FREE MEDICAL insurance, 
FREE LIFE insurance, paid vacation, profit sharing 
and 401(k), etc.) and PAID RELOCATION depending 
on experience and skill set. Fax a cover letter, salary 
requirements and your resume to 816-781-4518 or 
e-mail it to jobs@cpower.com. EOE 


Generator Technicians 

Due to our continued growth, Central Power 
Systems & Services, Inc. has immediate openings 
for generator technicians at several of our Missouri, 
Kansas and Oklahoma facilities, with immediate 
needs in Kansas City, MO and Wichita, KS. Ideal 
applicants will have working experience with diesel 
generator sets, gaseous generator sets, and automatic 
transfer switches. EGSA Certified preferred, but 
not required. We offer a strong base wage and a full 
benefit package (including FREE MEDICAL & LIFE 
insurance) and PAID RELOCATION, depending on 
experience and skill set. Fax a cover letter, salary 
requirements and your resume to 816-781-4518 or 
e-mail it to jobs@cpower.com. EOE 


Generator Service Technicians 

CJ’s Power Systems in Florida, a distributor for 
MTU Onsite Energy, is currently seeking qualified 
technicians throughout the State. Job includes: 
performing planned maintenance, diagnostics, 
repairs, and startups of generators. Knowledgeable, 
computer skills, clean driving record a must. 
Excellent pay, medical, and other benefits. E-mail 
resumes : jobs@cjspower.com; fax to 352-732-0606 
EGSA Certified Technicians Preferred. 


Team-Focused Technicians Only 

Would you like to be a member od a World-Class 
Team of Professional Technicians? 

DynaTech Power is a service-focused generator 
company with a strong team culture committed to 
delivering excellence in PA, NJ, MD and DE. Go to 
www.dynagen.com and apply at the “Join Our Team” 
tab. 800.779.8809x212 
EGSA Certified Technicians Preferred. 


Rental Sales 

GenPower Products, Inc. is seeking an experienced 

rental sales person. We are a full service distributor of 

emergency and standby power. 

• Create strong relationships with electrical and 
general contractors, home builders, rental houses, 
event companies, and industrial and commercial 
markets. 

• Focus on rental and sales of new and mobile sets. 

• Renting load banks. 

• Sell service contracts and contingencies. 

We offer a base plus commission, medical, dental, 

vision, 401K, and more. 

E-mail resumes to, controller@genpowerproducts.com. 


Generator Service Technicians 

We are growing! Genset Services, Inc. is seeking 
qualified generator technicians for our Central 
and South Florida branches. Working knowledge 
of Diesel and gaseous engine-driven generator 
sets is required including service/maintenance, 
troubleshooting/repair of AC and DC electrical 
and control systems, as well as strong computer 
skills. Ideal candidate will have neat appearance 
and clean driving record. We offer a competitive 
compensation package, including a company vehicle, 
health insurance, vacation and an investment plan. 
Please forward your resume with cover letter and 
salary requirements to keith@gensetservices.com 
EGSA Certified Technicians Preferred. 


Emergency Generator Sales 

We are growing! Genset Services, Inc., the top tier 
industrial distributor for Generac generators in South 
Florida, has an opening for an outside salesperson. 
Candidates should have a minimum of 3 yrs sales 
experience in emergency power equipment or in a 
related field. We offer a competitive compensation 
package that includes a base salary, plus commission, 
car allowance, health insurance, vacation and 
investment plan. Please forward your resume with 
cover letter and salary requirements to matt@ 
gensetservices.com. 


Outside Sales 

Girtz Industries is a vertically integrated genset 
enclosure manufacture in north central Indiana. 
Our reputation in the market place is outstanding. 
We have the ability to design and manufacture all 
necessary components for a complete package. We are 
seeking qualified individuals to fill a regional outside 
sales position. Individuals need to be experienced in 
the power generation business and understand all 
aspects of the sales process. Successful applicants 
will be technically oriented, possess outstanding 
communication and organization skills, and the 
ability to build and maintain strong relationships. The 
position is supported by mechanical and electrical 
engineering departments as well as a strong inside 
sales team. We offer a competitive compensation 
package. Send resume to opportunities@girtz.com 


Generator Technicians 

Kelly Generator & Equipment, Inc., the mid- Atlantic 
leader in standby electrical generators is seeking 
experienced generator technicians. We are a full- 
service distributor of emergency standby and prime 
power located in the mid-Atlantic region that covers 
Delaware, Maryland, Northern Virginia, West 
Virginia and Washington, DC. 

SALES, SERVICE, PARTS, RENTALS & TRAINING 

• We offer factory training on the lines we 
represent, as well as “in-house” training 

• Medical, Dental, Vision, 401(k), profit sharing, 
short and long term disability, paid holidays, 
annual leave, overtime and paid “On Call” 

Must have a High School Diploma (Vo-tech or GED), 
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3-5 years experience servicing industrial generator 
sets and associated equipment. Must be able to 
service, repair and troubleshoot the engine, as well 
as the alternator end and controls of the equipment. 
E-mail resumes to dkelly@kge.com EGSA Certified 
Technicians Preferred. 


Rental Sales Rep 

Kelly Generator & Equipment, Inc. is seeking an 
experienced RENTAL SALES person to join our 
Team. We are a full-service distributor of emergency 
standby and prime power located in the mid- 
Atlantic region: Delaware, Maryland, Washington 
DC, Northern Virginia and West Virginia. We offer 
SALES, SERVICE, PARTS, RENTALS & TRAINING. 

• Develop strong relationships with electrical 
and general contractors, home builders, event 
companies, industrial and commercial end 
users and rental houses. 

• Focus will be on the rental (and sales) of mobile 
generator sets, as well as renting load banks. 

• Sell service contracts 

We offer a solid base with commission, medical, 
dental, vision, 401(k), profit sharing and more. Fax 
resumes to 410-257-5227 or e-mail dkelly@kge.com 


Territory Sales Rep 

Kelly Generator & Equipment, Inc., is a rapid 
response, full service distributor of emergency 
standby and prime power located in the mid- 
Atlantic, one of the largest demand markets for 
power generation in the country. We offer SALES, 
SERVICE, PARTS, RENTALS, TRAINING. 

We have an immediate opening for a Territory Sales 
Representative. Great opportunity and territory for 
the right person! 

Identify, pursue, grow and close new and existing 
client base of: 

• Electrical, Design and Consulting Engineers 

• Electrical Contractors 

• General Contractors 

• Commercial/Industrial End Users 

(i.e., Mission Critical Data Centers, Healthcare 
Facilities, Manufacturing) 

Medical, Dental, Vision, 401(k) and more. 
Competitive base with commission. 

Email dkelly@kge.com. 


Senior Generator Technician 

Leete Generators (California) is looking for a 
SENIOR GENERATOR TECHNICIAN with in-depth 
experience (10+ years) and knowledge of all generator 
components; installation, start-ups, repair, load bank 
testing, etc. Please do not apply if you do not have 
EXTENSIVE experience with back-up, industrial 
generators. E-mail: l.ramsay@leetegenerators.com. 


Generator Tech, Class A 

Seeking a “Class A” generator technician in the 
Birmingham, AL area. 15 years of experience in diesel 
power generation industry required. Responsible 
for start up, commissioning, troubleshooting and 
maintenance on a variety of diesel and gas power 
generation sets and their control systems, including 
ATS and switchgear. Must be able to diagnose and 
repair power generators in-house and in the field, 
using technical expertise and diagnostic equipment. 
Must be willing to work in a team environment. Some 
overnight travel with occasional extended travel 
required. To apply email resume to awallace@maegen. 
com. EGSA Certified Technicians Preferred. 


National Director of Sales 

Omnimetrix, LLC (Buford, GA), the industry leader 
in generator remote monitoring and diagnostics, was 
recently acquired by Acorn Energy, Inc (NASDAQ: 
ACFN). Omnimetrix is very well capitalized and 
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is ready to dramatically increase its market leading 
position in the power generation monitoring industry. 
We are seeking qualified candidates for the position 
of National Director of Sales. Candidate must have 
leadership and sales management experience in the 
onsite power industry. This position will be based 
in our Buford, GA (Atlanta Area) headquarters 
and will be responsible for all of sales leading five 
Regional Sales Managers. Compensation package will 
be commensurate with experience. Please forward 
resume and letter of introduction to our Human 
Resources Dept, at salesjob@omnimetrix.net. For 
further information on our company, please visit us 
at www.omnimetrix.net. 


Regional Sales Managers 

Omnimetrix, LLC (Buford, GA), the industry leader 
in generator remote monitoring and diagnostics, was 
recently acquired by Acorn Energy, Inc (NASDAQ: 
ACFN). Omnimetrix is very well capitalized and 
is ready to dramatically increase its market leading 
position in the power generation monitoring industry. 
We are seeking qualified candidates for the positions 
of Regional Sales Managers for the Northeast, 
North Central, South Central and Western regions. 
Candidates must have sales experience, preferably 
in the onsite power industry. These positions will be 
responsible for sales within a given regional territory. 
Compensation package will be commensurate 
with experience. Please forward resume and letter 
of introduction to our Human Resources Dept, at 
salesjob@omnimetrix.net. For further information on 
our company, please visit us at www.omnimetrix.net. 


Generator Field Service Technician 

Pacific Power Generation is currently seeking 
experienced Gen Techs for our Kent & Ridgefield, 
WA locations. PPG has been a premier full service 
generator distributer in the NW for over 50 yrs, 
including Washington, Oregon, Alaska and Hawaii. 
Please see our websites www.pacificdda.com and www. 
pacificpowergen. com 

We offer competitive wages and Medical/Dental/ 
Vision/401K. For consideration, please forward a 
resume highlighting skill-sets, experience, education 
and achievement. E-mail to Jadsero@pacificpowergen. 
com or fax 253-395-2408. 

PPG is an Equal Opportunity Employer 
EGSA Certified Technicians Preferred. 


Penn Power Systems 

Penn Power Systems, an industry leader with power 
systems sales of MTU Onsite Energy products 
is seeking qualified sales people for central and 
eastern PA. Individuals need to possess a high drive 
to succeed and be comfortable discussing projects 
with engineers, contractors and end users. Penn 
offers a very aggressive salary and compensation 
package, along with benefits and the necessary sales 
tools to succeed. Please send resumes to jtiffan@ 
pennpowersystems.com 


Generator Field Technician 

PM Technologies, LLC has several immediate openings 
for generator technicians. We are located and operate 
in Michigan, Ohio and northern Indiana. High School 
Diploma or equivalent a must. Military experience 
a plus. Must be able to troubleshoot and repair the 
engine (diesel and gaseous) as well as the generator 
end. Customer interaction will be required on a daily 
basis. We need highly motivated, self-sufficient people 
to assist in growing our expansion efforts at new 
branch locations. Benefits include company vehicle, 
401K, Health, Dental and Vision coverages, as well 
as paid bonuses for new account procurement. Fax 
resumes to 248.374.6408 or e-mail to dpopp@pmtech. 
org EGSA Certified Technicians Preferred. 


Generator Service Technicians 
Prime Power Services, Inc. 

Growing company is seeking qualified candidates in 
the Raleigh, Charlotte, Columbia area- with 3-5 years 
of experience in the power generation field, skilled in 
both mechanical and electrical applications having 
knowledge in troubleshooting, maintenance/repair for 
gensets ranging from 5-2000 KW w/associated fuel 
systems, switchgear, transfers and controls. Must pass 
a criminal background/drug screen, experience w/UPS 
systems, and other EPSS systems. 

Please forward your resume with cover letter and 
salary requirements to ccernut@primepower.com 
EGSA Certified Technicians Preferred. 


Generator Repair and Industrial Service Sales 

Due to immediate growth and expansion, TAW 
Power Systems, the Kohler Generator Distributor 
for the Gulf Coast is adding to its sales force in FL, 
AL, MS & LA for industrial & service sales. E-mail 
resumes to ellen.donegan@tawinc.com or fax 813- 
217-8076. DFWP AA/EOE. www.tawinc.com. 


Engine/Generator Field Technicians 

Due to immediate growth and expansion, TAW 
Power Systems, the Kohler Generator Distributor 
for the Gulf Coast, is adding to its workforce in FL, 
AL, MS & LA. We are searching for experienced 
Engine/ Generator Field Technicians. Will inspect, 
troubleshoot, repair, service and start-up generators 
& ATS. Diesel engine experience desired. E-mail 
resume to ellen.donegan@tawinc.com. Fax (813) 217- 
8076. AA/EOE. DFWP. www.tawinc.com. 


Industrial Switchgear Product Specialists 

TAW® is looking for Industrial Switchgear Product 
Specialists for our Power & Distribution & Switchgear 
Div. at our custom equipment facility in Riverview, 
FL. Candidate will increase sales of switchgear & 
power equipment centers for low & medium voltage 
product lines with new & existing accounts and target 
customers for utilities; OEM’s & municipalities to drive 
volume. Prior experience either selling, or application 
engineering of, industrial switchgear systems. Prior 
experience working for a manufacturer, or re-seller 
of industrial switchgear - medium or low voltage 
in either an engineering; applications; or sales role. 
TAW® offers a competitive salary and commission, as 
well as benefits. Candidates can be based, & will cover 
the following markets: Houston, Atlanta, Charlotte & 
Birmingham. Candidates should e-mail resumes to 
ellen.donegan@tawinc.com. or fax resumes to (813) 217- 
8076;. AA/EOE. DFWP. www.tawinc.com 


Generator Technician 

Full-time experienced generator field technician 
needed for Central Florida/Lakeland area. Applicant 
must have diesel engine experience and transer 
switch knowledge, preferably EGSA certified. Job 
includes performing preventive maintenance, repairs, 
and startups of generators. Clean driving record 
a must and applicant must pass drug screening. 
Competitive wages and benefits. E-mail resumes to 
skapparos@suregen.com EGSA Certified Technicians 
Preferred. 


Experienced Generator Technician 

Weld Power Service Co. of Auburn, MA has an 
immediate opening for an experienced Generator 
Technician. We are looking for a highly motivated, 
self-sufficient technician, able to assist our expansion 
efforts. Candidates must have a minimum three years 
of experience in servicing industrial generator sets. 
Must be able to service, repair, troubleshoot both 
gaseous and diesel engines, as well as alternator ends, 
controls and automatic transfer switches. Weld Power 
Services Company offers industry competitive wages, 
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National 
Power 

Corporation 

\X/E ADD VALUE 

Are your customers 
in need of 
Power Protection? 

UPSs or Generators 

National Power Corporation 
has your power solution 


• Eaton Master Distributor 
UPS Products 

• Generac Residential/ 
Commercial Generators 
in select markets 

• Reliable force of sales 
engineers to help with 
specifications for any 
application 

• Over $2 million in inventory 
with distribution centers on 
the East and West coasts 

No stocking required, same 
day shipping on 90% of orders, 
technical support and the 
best pricing 

For Western US call 
1-800-790-1672 x-3949 
For Eastern US call 
1-800-790-1672 x-6931 


www. N at Pow. co m 

UPS • Generators • Service • Batteries 



EGSA JOB BANK 


paid vacation, holidays, 401K contributions, medical, 
dental and life insurance coverage. Starting pay based 
on experience ($16-$28/hour). Please email your 
resume and cover letter to weldpowerjobs@gmail.com. 

EGSA Certified Technicians Preferred. 


Sales Engineer Ad 

Western Branch Diesel, Inc., established in 1946, 
is looking for an experienced candidate in the 
Power Generation Industry with sales engineering 
background to sell and manage large accounts 
in the construction industry. This position is for 
Sales Engineer in Manassas, VA. Responsibilities 
include establishing new relationships with large 
accounts including end users, electrical and general 
contractors, and consulting engineers to grow the 
Power Generation Division. 

Send resume along with salary requirements to: 
cnowinowski@wbdiesel. com 


Commissioning Superintendent 

Western Branch Diesel, Inc., established in 1946, is 
looking for an experienced candidate in the Power 
Generation Industry with Technician Foreman or 
Lead Technician background to manage a team 
of Commissioning Technicians on large projects 
in the construction industry. This position is 
Commissioning Superintendent working out of 
our Power Generation Office in Manassas, VA. 


Responsibilities include supervising all technicians 
and activities related to start-up and commissioning 
large generator projects. In this position our 
Superintendent will be required to work with 
electrical and general contractors, and consulting 
engineers as well as our own Project Managers 
and Sales Engineers. The position involves travel 
as necessary for projects located both locally and 
nationally. 

Successful candidate will have a strong technical 
background, with a minimum of 5 years experience 
supervising a team of technicians. Experience in the 
power generation industry is preferred. 

Send resume along with salary requirements to: 
cnowinowski@wbdiesel. com 


Generator Set Sales/Service 

Experienced sales/service engineer needed by 
southern California company to sell engine generator 
sets. Please respond to J.Kellough@EGSA.org 
(Reference PLND06JB-1). 


E2EE3 


Tramont Corporation seeks a highly motivated Electrical Engineer to 
become part of our engineering team. Tramont Corporation is the lead- 
er in the design, manufacture, and marketing of innovative accessories 
for the Emergency Power Generation industry and includes the For- 
tune 500 manufacturers and their regional distributors as customers. 


Electrical Engineer 

I Primary responsibilities include quotation, sourcing, design, wiring 
diagrams, testing, and technical advice for the low and medium volt- 
age generator packages. 

Requirements: 

• A minimum of three years of electrical engineering in a manufac- 
turing environment with a B.S. electrical degree. Working knowl- 
edge of AutoCad is required. 

• Experience in a metal/sheet manufacturing environment with a 
welding and fabrication technology background is a plus. Knowl- 
edge of engine generator electrical packaging a significant plus. 

• Knowledge of heat rejection, airflow cooling, and sound attenua- 
tion an added plus. 

• The ideal candidate is organized, detailed, and team-oriented, 
with excellent computer skills and the ability to work well with 
minimum supervision. 

Tramont Corporation offers competitive pay and a full benefits pack- 
age which includes: medical, dental, life, and disability, holidays, 
and vacations. For more information about Tramont Corporation, 

| visit www.tramont.com. Tramont is an equal opportunity employer 
(M/F-D). Please e-mail your cover letter and resume to Tom Eliasek, 
[Human Resources Manager at teliasek@tramont.com. 
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EGSA NEWS 


EGSA Member Contribution Chart Now Online 


Hafich Membership Challenge Extended 



Valuable Member Contributions 


I n the March/April issue of this publication, readers were asked to review a new chart 
that has been developed to track our Members valuable contributions to EGSA. Our 
staff received feedback during the month of April and is now pleased to rollout the first 
of many updates that will help the Association track our member contributions. 

Developing this chart was no easy task, and while we would love to report that it is 
error-free, we would still like to solicit your feedback. Please take a moment to review this 
tracking tool at your earliest opportunity by visiting egsa.org/AboutUs/Leadership.aspx. 
The Chart includes a Committee Key to assist readers with abbreviations, as well 

as a few important points 
which should be empha- 
sized; Committee Officers 
are not recognized within 
the chart until after their 
first year of service and 
retired Member achieve- 
ments will not be listed on 
the current chart. (EGSA 
Staff is developing a simi- 
lar chart for our retirees’ 
contributions). ■ 


Ptumnix Products 


mm 


F or those EGSA Members that weren’t 
able to attend the 2012 Spring Con- 
vention in Austin, the Hafich 
Challenge has been extended into 
the fall! This Challenge repre- 
sents more than $1000 in 
prizes to the lucky mem- 
ber who refers the most 
new members in 2012! 

Let EGSA help you re- 
cruit new members - 
to download the forms 
and for additional details, 

Members should visit egsa. 
org/Membership.aspx. It is not too late to 
take home the coveted prize, and gain ad- 
ditional colleagues in EGSA in the process. 
You cannot win if you do not parttcipate, 
so start your own campaign today and let 
us know how we can help! Contact Liz 
Bustamante at l.bustamante@egsa.org with 
additional questions. ■ 





Global Coverage Of The Power Generation Markets 

Industry News . . . From Kilowatts To Megawatts 
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INDUSTRY NEWS 


SPX Unveils Expanded Manufacturing Facility 

North Carolina based SPX Corporation unveiled the significantly 
expanded SPX Transformer Solutions, Inc. manufacturing facility 
in Waukesha, WI. The grand opening celebration featured remarks 
from SPX Chairman, President and CEO Chris Kearney, SPX Trans- 
former Solutions President Thom Farrell, Waukesha Mayor Jeff Scri- 
ma and Waukesha County Executive Dan Vrakas, among others. 

Initiated in 2010 at a total cost of approximately $70 million, the 
SPX Transformer Solutions facility was expanded approximately 50 
percent in order to increase SPX’s capacity to manufacture large 
power units for the North American power grid. 

“The expansion of our SPX Transformer Solutions facil- 
ity in Waukesha is an important milestone and underscores our 
long-term commitment to manufacturing medium and large power 
transformers for our valued power transmission and distribution 
customers throughout North America,” said Kearney. “By ex- 
panding our facility, we have significantly increased our capacity 
to produce the transformers that we believe will be an essential 
component of addressing America’s rapidly aging power grid in- 
frastructure.” 

With a total of 432,000 square feet and additional crane capac- 
ity now up to 500 tons, SPX’s larger, facility extends SPX’s capacity 
to manufacture the medium and large power transformers utilized 
by electric utilities, independent power producers and independent 
transmission operators. 


“Many of the transformers currently installed in the North 
American power grid are either at or near the end of their ser- 
vice lifetime, so there’s a compelling need to replace them to 
avoid potential power disruptions,” explained Farrell. “Demand 
for new, more efficient transformers is growing and we believe 
the positive order trends we’ve seen over the past year are an 
early indication that a new investment cycle may be underway as 
a result of the aging transformer issue. Our new manufacturing 
capacity will help ensure that SPX will be well positioned to meet 
future demand for new transformers.” 

SPX is one of the largest manufacturers of power transformers 
in the United States. SPX offers a broad array of power trans- 
formers and is a valued supplier of complete transformer service 
solutions, comprehensive maintenance training and transformer, 
load tap changer and oil circuit breaker components. 

Visit www.spx.com for more information. ■ 

Doosan Portable Power Names 
JWH Equipment LLC New Dealer 

Doosan Portable Power has named JWH Equipment LLC, head- 
quartered in Jackson, Miss., an authorized dealer for portable air 
compressors, mobile generators, lighting systems and light compac- 
tion equipment. The distribution area covers 26 counties in Missis- 
sippi including Attala, Claiborne, Clarke, Copiah, Greene, Hinds, 
Holmes, Humphreys, Issaquena, Jasper, Kemper, Lauderdale, 



QUALITY IS NOT 

OPTIONAL 


IIIIIHENNIG 

ENCLOSURE SYSTEMS 


Hennig Enclosure Systems is committed to 
quality in every process, from sales through 
engineering, manufacturing, and service. 


We believe that our customers want a partner that... 

> Is Attentive From “The Get Go” - Our total commitment 
to customer service is unmatched in the industry. Our sales 
quotes are turned around at lightning speed with full attention 
to detail and at a price that can’t be beat. 

> Provides Innovation & Customization - With our experienced 
degreed engineers, Hennig can design anything you need from 
basic enclosures and tanks to fully customized models with 
every imaginable option. 

> Believes That Quality Is Not Just “A Given” - Hennig is 
ISO 9001 certified, and our stringent quality standards must be 
met or exceeded for every process. 

> Won’t Leave ‘Em Hanging - Our service and follow-up is 
unlike any other, with service centers strategically positioned 
throughout the United States, Canada, and Mexico. 


Give us a call today and experience why Hennig 
Enclosure Systems should be your number one 
partner for your power packaging needs. 


I -888-HENNIG6 (1-888-436-6446) 

www.hennigenclosuresystems.com 
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www.annainc.com 


Leake, Madison, Neshoba, Newton, Noxubee, Rankin, Scott, 
Sharkey, Simpson, Smith, Warren, Wayne, Winston and Yazoo. 

JWH Equipment was founded by Joseph Hayles in 2011 for the 
purpose of providing a customer-focused, full-service equipment 
dealership. The company offers new and used equipment sales and 
rentals, along with in-house and on-site service and parts supplies. 
JWH Equipment serves industrial and commercial construction 
applications and related subcontractor services, as well as sales and 
service of large construction equipment. The addition of Doosan 
Portable Power products allows JWH Equipment to fill a market 
void by offering mobile generators, air compressors and portable 
lighting systems for municipal and commercial construction. 

“There are several equipment rental options for contractors in 
our service area, but none that actually sell portable equipment,” 
said Hayles. “Representing Doosan Portable Power as an authorized 
dealer allows us to sell, rent and service portable air compressors, 
generators and lighting equipment, and opens doors to new business 
opportunities with additional subcontractors and municipalities.” 
“Our new dealer relationship with JWH Equipment will greatly 
enhance the synergy of Doosan Portable Power equipment offer- 
ings in this region of Mississippi,” said Rita Moore, Director of 
Sales, North America, Doosan Portable Power. “JWH Equipment 
is a young, aggressive and customer-focused company that puts 
the needs of their customers first. We look forward to a long and 
collaborative partnership with them and enhancing the Doosan 
Portable Power brand in this vibrant and growing market.” 

For more information, please visit doosanportablepower.com. u 

Marko Jocic Joins GAC as Vice President 
of Sales and Marketing 

Governors America Corp, a leading provider of engine govern- 
ing and system controls, is pleased to announce that Marko Jocic 
has joined the company as Vice President of Sales and Market- 
ing. In this role, he will spearhead sales and marketing initiatives 
in accordance with GAC’s strategic goals and long-term corporate 
vision. Key focuses will include; growing relationships with key 
customers & distributors, expanding product breadth & offerings, 
strengthening the brand image, and increasing GACs global foot- 
print. 

Marko came to GAC in 2009 as Market Manager for the FIMS 
(Fuel & Ignition Management Systems) product line, leaving briefly 
to pursue other career interests before returning into this new role 
as Vice President. His strength in marketing, sales, product and 
program management is further complemented by previous tech- 
nical roles in design, service, and applications engineering. This 
experience ranges from several large corporations such as JLG In- 
dustries, McNeilus Companies, Cummins Mer Cruiser Diesel, and 
Stanadyne Corp. in various capacities and lends to his in-depth 
knowledge of the automotive, industrial, and marine control sys- 
tem markets. 

Raised in Miami Beach, FL, Marko Jocic holds a Masters in Busi- 
ness Administration with a concentration in International Business 
from the University of South Carolina as well as a Bachelors of Sci- 
ence in Electrical Engineering from the University of Florida. 

Please visit www.governors-america.com for more information. ■ 


BEST VALUE ALTERNATIVE 

DIRECT REPLACEMENT 

GAC's Voltage Regulator 
CVR63-4R 


Fast Response 
Over Voltage Protection 
Ready to Ship 
Made in USA 

Best Value cm the Market! 


OVERNORS 
MERICA 

ORP.* 


Distinction in the World of Engine Governing & System Controls 
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ASCO invites you to explore 
3 to 1 8 cycle and 30 cycle power transfer switches 


88% * of engineers agree — 

Selective coordination requires choice, not compromise 

Selective coordination demands the ability to choose. After all, since no two emergency and 
backup power systems are alike, why settle for a cookie-cutter selective coordination design? 



ASCO Power Transfer Switches: 

• Achieved industry first 3-cycle rating 

• Qualified 1 8-cycle performance on core 3-cycle switch, 
another industry first 

• Satisfy the demands of unique applications with 
a 30-cycle option 


Truly optimize selective coordination for what the 
application requires (typically an 1 8-cycle transfer switch) 
Provide a cost effective solution by utilizing 
3 to 18 cycle ratings 

Are certified to UL-1 008, 6th edition (April, 201 1 ) 
test criteria 


Compare power transfer switches for selective 
coordination applications. Then, select ASCO. 

www.emersonnetworkpower.com/ASCO, (800) 800-ASCO (2726), ascoapu.com 

* Results reflect the opinions of more than 300 engineers polled in a recent Webcast exit survey. 

ASCO Power Switching & Controls 

Just another reason why Emerson Network Power is a global leader in 
maximizing availability, capacity and efficiency of critical infrastructure. 


ASCO 


EMERSON 

Network Power 


Emerson and ASCO are trademarks of Emerson Electric Co. or one of its affiliated companies. ©201 1 Emerson Electric Co. CS101 ASCO Power Technologies 


EMERSON. CONSIDER IT SOLVED! 





